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othing. 
like SUCCESS 


OU’VE heard the axiom before. You 
know what it means. You’ve seen 
successes in your time. Perhaps, you’ve 
noted some intangible point of difference 
between a success and “‘just the average 


99 


man. 
Mainly, it’s his enthusiasm; the “‘joy of 

the chase’’—the ‘‘glory of conquest’’. 

You'll find the Perfect Protection Man is possessed of that point of distinguishment 
—Enthusiasm. 


The Perfect Protection Man—is, to-day, the most talked-of figure in the insurance 
profession. His achievements, his successes and his undoubted prosperity are daily 
reflected in the thousands of comments passed from mouth to mouth and the 
interest evidenced, nation-wide, by the deluge of inquiries pouring into the Home 
Office of Reliance Life. 


In 1925, one Perfect Protection Man paid for $2,821,562. Another paid for $1,113,675. 
Four others paid for over $600,000. 27 others paid for over $300,000. 52 others 
paid for over $200,000. and in the entire organization of over 650 underwriters, one 
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in three paid for over $100,000. 
Prosperity and the Perfect Protection Man have become analogous. And, the 
reason for it— 














AND The Seven Points of Reliance Service 


50.00 weekly, for an unlimited period during If _ ld b 1. A direct contract with the Company with 
disability b cident. you woulc e the general or state agent’s commissions 
Prosperous — think eliminated. 
é - : “< we ” 2. Unrestricted territory. 
3,200.00 every year for life, payable monthly if Prosperity. Barfart Pratection_the aarvice vhs 
snd lay enaavd rnerain newest ler ae on 3. ion ‘ ch st 
ot mee No P cepacia neve ge Ne Sb ceeds when life insurance alone often fails. 
nol deluchons Ron: Theiss ohh ie If you would be suc- - The Reliance Branch Office system of 35 
policy as the result of payments so re- cessful—think ‘‘Sec- miniature Home Offices which provide quick 
ceived. aan # and adequate facilities for business transac- 
cess. tion. 
ee ee) ee ee. rene . van - ne , as ae 
3,200.00 pie Fe! Ps tot lly —_ ese pectic 5. An equipped office in the Branch Office cities 
Sz led lisease and -ac. JCz ‘ “r)¢ y re ae 
in monthly payments, thereafter for life If you wou Id be with no cost of overnewt. - 
No further premiums to pay and no de- both—write the ° dae ie 1 counsel and ip spay of Re- 
ductions from the face of the life policy ean lance Supervisors-—— salaried Home Office rep- 
as the result of payments so received. Home Office for full resentatives——in agency building. 
information con- . Reliance Life, which gives its representatives 
the prestige of a strong, progressive insti- 
tution. 


Perfect Protection 








50.00 weekly, for 52 weeks during sickness. 


5,000.90 payable upon natural death. zi he Reli 
15,000.00 payable upon death by accident. cerning t 1€ WeHaNce 
Prosperity Program. 
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Fire Insurance Czar Needed in Cuba 


jLUDENTS of the fire and compensation in- 

surance situation in Cuba clearly recognize 

that the legislation pertaining to them is too 

scant and loose and regret that there is no 

governmental department, such as the Insur- 

ance Department we know here in the States, 

charged with the duty of enforcing laws— 

the most effective way to solve the compensation—and also 

the fire—insurance situation. In the Island, insurance comes 

under the Department of Agriculture, Commerce and Labor. 

However, it is felt that a way out, and a most effectual one, 

would be to appoint a czar of insurance, whose power would 

be similar to that of Will Hays in the moving picture in- 

dustry, or that of Judge Keneshaw Mountain Landis in base- 

ball. But, it is emphasized that this individual should not be 

a political appointee ; that he should be acceptable to both the 

compensation and fire companies, and that above all he be a 

Cuban by birth and the strongest sort of supporter of all 
things Cuban. 

It appears that one of the main difficulties with insuran-e 
in Cuba is that there never has been an exchange for the 
handling of experience data from the various companies. An 
attempt to establish such an exchange was made last February, 
when a commission was appointed to hear and digest the dif- 
ferent points and suggestions the companies might have to 
make. In March, some of the companies sent in a few recom- 
mendations, but nothing pertaining to the dollars of premiums 
received, the cost of losses and general expenses—all of which 
is the sort of data wanted. It was then that the commission 
was offered the services of one of the experts of the National 
Council on Compensation Insurance, but the commission, which 
is entirely composed of Cubans, did not avail itself of the offer. 


‘ 


Although the matter of rates is now the principal difficulty 
being experienced in Cuba, other matters such as commissions 
and brokerage and the modification of legislation are likewise 
bones of contention. It is recognized by those interested in the 
workmen’s compensation law in Cuba that, even with the pro- 
posed modifications and reforms offered to be put into effect, 
it would not be long before the workmen’s compensation insur- 
ance business in Cuba would be in as an identical and lamen- 
table positon as the fire insurance business of the Island. 

Three or four Cubans are available for the position described 
above. The most outstanding of these, according to a promi- 
nent American agent, is the ex-chief of staff, Coronel Eugenio 
Silva. It is believed by the same students of the Cuban situa- 
tion that the proposed senior of all branches of insurance need 
not be an insurance man—in fact, better that he be not such, 
so long as he be recognized as powerful, characterful and be- 
yond reproach. It is further argued, and it seems consistent, 
that without any knowledge of insurance, such an indivdual 
would correspondingly be without any compromisos—insurance 
entanglements or obligations. Such a chief commissioner 
should be supported financially by the insurance companies 
doing business in Cuba and should have at least two deputy 
commissioners—one for fire and its allied lines, the other for 
casualty and allied lines. These indivduals should be well 
equipped with knowledge of insurance and should be Cubans, 
because of their desired knowledge of local customs. The 
present commission, with its political ramifications, is not con- 
sidered strong enough to carry through this innovation. It is 
also questioned whether the commission would appreciate the 
benefits to be derived from a czar of insurance; but it is cer- 
tain that its members know that if he were established, the 
fire and compensation situation would be solved. 
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CANCER DEATH RATE HIGHER 


Most Serious Aspect of Present Day Health Situation 


By Frepertck L. Horrman, LL. D. 


Consulting Statistician, The Prudential Insurance Company of America 


QHE preliminary tabulations for 73 American cities with 
a total population of nearly thirty millions show an 
increase in the cancer death rate between 1924-25 from 
a rate of I11.3 to 112.3 per 100,000. At first an increase of I 
per 100,000 may not appear significant, but when compared 
or contrasted with the last twenty years the increase is per- 
sistent throughout this period, or, as shown by the following 
table, for 23 cities from a rate of 74.5 per 100,000 in 1906 to 
II4.0 per 100,000 in 1925. ‘The increase in the cancer death 
rate represents, therefore, unquestionably the most serious 
health aspect of our national life at the present time. It may 
conservatively be estimated that for the whole country the rate 
is probably not less than 100 per 100,000, which applied to 115 
millions of population would give approximately 115,000 deaths 
from this disease during the course of a single year: 


TABLE I—CANCER IN 23 AMERICAN CITIES—1906-1925 








Rate Per 
Year Population Cancer 100,000 
Population 
14,178,628 10,569 74.5 
14,572,757 11,201 76.9 
14,966,886 11,499 76.8 
15,361,015 12,451 81.1 
15,755,127 13,034 82.7 
16,148,512 13,449 83.3 
16,531,898 14,205 85.9 
16,935,283 15,152 89.5 
17,328,669 15,654 90.3 
17,722,054 16,040 90.5 
18,115,440 16,729 92.3 
18,508,825 17,417 94.1 
18,902,211 17,926 94.8 
19,295,596 18,670 96.8 
19,688,852 19,442 98.7 
cies oe 7h Wikia se i ee hE Aa 20,071,967 20,295 101.1 
Ne hee rele Sk eunreimyereaielasicis 20,455,352 21,258 103.9 
See Ee okies oie oa Re Nie hs Sere SKS OE OS 20,839,737 22,616 108.5 
le eae Gk eae e mew e ee se ae s bee 21,223,822 23,830 112.3 
a ene hee Meek Sen eae elem 21,095,880 24,051 114.0 
*22 cities, 


The details of 73 cities which are available for the two 
years 1924-25 are further suggestive of a truly appalling situa- 
tion. In the entire group there were only 22 cities with rates 
of less than 100 per 100,000. Twenty years ago it was a rare 
thing to find a city for which the rate was in excess of 80 per 
100,000. There are those who like to speculate upon the ac- 
curancy of death certification and improvements in diagnosis 
largely for the purpose of discrediting the clearly indicated 
increase in the crude cancer death rate. There are others who 
try to find methods of analysis yielding refined or adjusted 
death rates which for comparative purposes produce somewhat 
divergent results. It goes without saying of course that the 
crude death rate is but an approximate index figure of the 
actual condition. But no changes in age or sex distribution 
of the population or of racial variations are likely to materially 
set saide the pregnant conclusion that cancer in this country 
has been rapidly increasing during the last decade until it has 
now reached the highest figure on record. 

Yet in the meantime immense progress has been made in 
educating the public and the medical profession in better meth- 
ods of cancer treatyyent. It admits of no question of doubt 


that tens of thousands of persons are now living who under 


earlier conditions due to long delayed or unqualified treatment 


would have died from concer many years before their time. % 
bi 


For while it is probably correct to say that surgical technique 
in concer operations has not materially changed during the 
last decade, there is sufficient evidence for believing that the 
public at large is now more than ever realizing the supreme 
urgency of the earliest possible diagnosis and the earliest quali- 
fied treatment, 


In other words, the tendency towards cancer as a disease © 


in the American population is even more pronounced than the 
tendency towards a higher cancer death rate. And if it were 
not for the vast amount of early operative interference the 
mortality would be considerably higher than it actually is. At 
the same time it must be self-evident to anyone familiar with 
the facts of the situation that only a beginning has as yet been 
made in the public and the medical education as regards the 
imperative necessity of the earliest possible treatment. Cancer 
cases in the large majority of patients present obvious evidence 
of unpardonable delay and for this the medical profession is 
largely to blame. It often withholds the fact of cancer from 
a patient who if thoroughly familiar with his dangerous condi- 
tion would readily submit to an operation, while the prognosis 
would still hold out a reasonable hope of a successful cure. 
It is not generally recognized that more than one-half of the 
cancer patients who die, die in hospitals and subsequent to an 
operation. In other words, both hospital and operative treat- 
ment were submitted to but at a time when the case was practi- 
cally in a hopeless condition. At the present time most of the 
patients who come to operation in hospitals are really in an 
inoperable condition. As long as this situation continues, im- 
provement in surgival results are out of the question. Prop- 
aganda organizations have come into existence for the pur- 
pese of emphasizing the essentials of the cancer problem 
within the understanding of the public. But anyone familiar 
with the facts of what is being done, and how it is being done, 
cannot but feel disappointed at the results that have been 
achieved. Much more effective work is required and much 
more strenuous efforts are necessary to stem the ever-rising 
tide of what was many years ago termed not inappropriately 
“the menace of cancer.” 

The table following will show the cancer mortality of 73 
cities for the two years 1924-25. In compliing this table I 
have necessarily had to rely upon Census Office population 
estimates, for to correct such estimate would involve the risk 
of serious controversies and intolerable delay. The actual 
facts of cancer mortality are at the same time clearly conclu- 
sive. In the 75 cities referred to the actual number of deaths 
from cancer increased from 31,332 in 1924 to 31,902 in 1925. 

The statement is amplified by a return for 40 additonal cities 
limited to the year 1925. For these at the present time I have 
not the corresponding data for 1924. The table is of interest 

(Continued on page 33) 
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COMBINED SURRENDER AND LAPSE 
TERMINATION 

VERY much improved condition in 

the matter of insurance waste is 
noted from a study of the table showing 
the per cent of mean policies in force of 
termination by surrender and lapse for 
twenty-nine of the leading and older life 
insurance companies of the country shown 
on page 11. In the year 1925 the combined 
lapse and surrender ratio was 4.70 per 
cent, which is .48 per cent less than that 
attained by these same companies in 1924 
and 4.17 per cent less than the rate of 
1906, the first year of the 20 year period 
shown in the table. 

The strenuous efforts put forth by the 
management and agency staff of life in- 
surance companies against this great loss 
not only to the companies themselves be- 
cause of economic waste but also because 
of the actual monetary loss to persever- 
ing policyholders of the companies, is be- 
ginning to show its force by the lower- 
ing of this termination rate. The table 
herewith presented shows the results of 
the companies for each of the 20 years, 
from 1906 to 1925 inclusive, as well as 
for the four five-year periods and also the 
general average for the 20 year period 
from 1906 to 1925 inclusive. This ratio 
for the twenty-nine companies is 5.16 
per cent, which is a reduction from 5.31 
per cent shown for the same companies 
in 1924. 
In addition to the factors noted as a 


for the 20 year period ending 


footnote to the table which have a bearing 
on this combined lapse and surrender 





ratio, it must be borne in mind that the 
higher lapse rate of intermediate policies 
and the larger number of policies involved 
by the companies writing this class of 
business has the effect of increasing the 
lapse ratio for the entire group of com- 
panies. The normal lapse rate of life 
and endowment policies varying, com- 
panies specializing in either class have 
their rate affected thereby. Rapidly grow- 
ing companies are likely to show a high 
lapse rate. The granting of extended in- 
surance on surrendered policies classifies 
results of certain companies of this busi- 
ness as termination by expiry. Some 
companies consider policies terminated by 
surrender or lapse immediately upon the 
expiration of the grace period and if these 
policies are renewed thereafter they are 
classified as revived. 
ADVERTISING BUNK 

HE SPECTATOR has not seen the 

letter, alleged to have been written 
by Hon. J. J. McMahan and addressed to 
the editor of The Daily Maii of Ander- 
son, S. C., in which the Insurance Com- 
South 
have stated that “The talk about mutual 


missioner of Carolina is said to 
insurance being socialism is the driveling 
Lott.” 
Doubtless, if the quotation is a sample, 


lunacy propagated by Edson 
the note was “hot stuff,” and would have 
intrigued our weary gaze; but Mr. Lott 
has publicly admitted the existence of the 
letter by reprinting the foregoing extract ; 
and since he, as president of the United 
States Casualty Company of New York, 
is the aggrieved party, there can be no 
questioning the fact that it was penned. 

Tut, tut, McMahan! 
“Driveling lunacy” is not a nice phrase 


Commissioner 


for a gentleman to use in connection with 
the name of an insurance company presi- 
dent. It ill becomes you, and we are more 
surprised—we excessively 
pained. You do not suggest that Mr. 
Lott is occasionally mistaken, is somewhat 
erratic, that some of his verbal antics are 


than are 


amusing or that there is even the bare 
possibility that he may err in all honesty 
and sincerity of purpose. Not at all. 
You charge him with “driveling lunacy.” 
The dignity of the high office of Insur- 
ance Commissioner of South Carolina 
should be maintained at all costs and at 
whatever provocation. Calling people bad 
names is not the way to do that. 

As far as Mr. Lott is concerned, he 


did not hesitate to publish, as an adver- 
tisement, Commissioner McMahan’s opin- 
ion of his intelligence. Uncle Edson is 
like the late Russell Sage, in being will- 
ing to pay for advertising space to hold 
himself up to ridicule and scorn. One 
questions the wisdom of this, and, any- 
way, Commissioner McMahan might 
have been a little easier on Mr. Lott and 
referred to Lott’s propaganda as plain 
bunk, but not lunacy. THE SPECTATOR 
seriously questions the value and expedi- 
ency of advertising, based on such a 
foundation as this recent episode. The 
solidity of the United States Casualty 
Company needs no defense against Com- 
missioner McMahan or anyone else. The 
issue was purely personal in its immedi- 
ate aspects, regardless of its attenuated 
bearing on the problem of mutual vs. 
stock insurance. It is entirely conceiv- 
able that the interests of the United 
States Casualty Company and its agents 
might be served to better advantage by 
publicity of a more generally helpful na- 
ture, as is successfully carried on by a 
iarge number of competing progressive 
insurance companies. 





Bankers Life Makes New Records 

Des Mornes, Iowa, Juiy 3.—Records for a 
single day’s and a single month’s business by 
the Bankers Life Company of Iowa were 
broken when the company closed its books for 
June, the last dav of the “president’s month,” 
in honor of Gerard S. Nollen, head of the 
company. The new record for one day is 
$4,345,900, a gain of $2,428,370 over the pre- 
vious best day, and the new mark for a single 
month is $23,353,342. This total is a gain of 
$1,273,035 over June, 1925, the previous best 
month. 

A goal of $20,000,000 was set for “presi- 
dent’s month.” The effort to break the one 
day’s record was voluntary on the part of the 
agents. 

The previous best day was June, 1 when 
$1,917,530 was reported. Eleven hundred ap- 
plications were received, compared with 599 ap- 
plications on June 1. 

Of the new month’s record, Iowa agencies 
wrote $3,686,500 worth of the business. 

Mr. Nollen expressed great satisfaction at 
the success of the campaign. 

John Hancock Opens in Alabama 

The John Hancock Life Insurance Company 
has been licensed to do business in Alabama 
and it has appointed Jay Smith as general 
agent, with headquarters at Birmingham. 
Another appointment the company has recently 
made is that of Frank S. Baxter as general 
agent for the Rochester, N. Y., agency. He 
succeeds Augustine B. Booth, who will con- 
tinue with the agency as a special agent. 
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N EVERY line of en- 

deavor there will be found 
a few individuals, or com- 
panies, who invariably rise 
above their competitors. 


In 34th Year 


Assets = = 


Organized in 1892, the Mis- 
souri State Life Insurance 
Company has enjoyed a 
rapid and substantial growth, and today 
ranks among the foremost insurance com- 
panies of the world. In matters of service, 
progressive ideas and liberal treatment of 
both policyholders and Agents, it occupies 
a unique position of leadership. 


With admitted assets of more than $61,000,- 
000, and outstanding insurance in excess of 
$587 ,000,000, it stands 19th among the 348 
Legal Reserve Life companies of the United 
States in volume of insurance in force. 


The Missouri State Life has made many 
valuable concessions to the insuring public, 
both in underwriting rules and benefits con- 
tained in policy contracts. Its contracts are 
singularly free from restrictions and broad 
in their coverage. An outstanding feature 
is the early cash loan values. In most 


The March of Progress 





Insurance in force = $587,586,508 








policies there is a loan value 
available to help pay the 
second year’s premium; 
cash values begin at the 
end of the second year in 
the more popular contracts. 
= $ 61,889,485 

These liberal provisions 
greatly minimize the 
Agent’s selling effort. 


The constant aim of the Missouri State Life 
is the perfection of its service to policy- 
holders and Agents. A system of Branch 
Offices in important centers, in addition to 
General Agencies, has been developed to 
give direct and prompt service to clients 
and representatives. 


With its Home Office in Saint Louis, “the 
City surrounded by the United States,” the 
Company enjoys a distinct geographical ad- 
vantage in expediting the handling of its 
business in all parts of the country. 


Its multiple plan of insurance selling through 
its Life, Accident and Health, and Group 
Departments, offers Agents an exceptional 
opportunity to multiply the results of their 
daily workand thereby multiply theirincome 


Missouri State Life 
Insurance Company 


M. E. Singleton, President 


Life Accident 


Home Office, Saint Louis 


Health - Group 
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RELIANCE AGENTS MEET 


Over 500 Field Men Attend Pitts- 
burgh Gathering 








OFFICIAL OPENING WEDNESDAY 





Every Detail of Big Meeting Carefully 
Planned in Advance 


PirrspuRGH, PENNA., July 6—The Jubilee 
| Convention of the Reliance Life Insurance 
| Company, this city, officially opened at the Wil- 
' liam Penn hotel here today, although the for- 

mal commencement of business sessions does 
' not take place until tomorrow morning. Nearly 

500 delegates and their wives have registered 
© their attendance for the gathering, which will 
F end with a banquet Friday night. 

Having observed the preparations being made 
' and carried out by the staff of the Reliance Life 
| in order to insure the success of the meeting, 
it is this writer’s belief no single detail that 
| might add to the comfort and convenience of 


© the delegates to the Jubilee Convention has 


| been overlooked. The company submitted each 
» man’s railroad and Pullman fare in advance; it 
arranged for the transportation of his luggage; 
it provided taxicabs to carry the guests to the 
» hotel; it has furnished ball game and theater 
) tickets for all, and each visitor found awaiting 
| him not only a handsome badge carrying his 
name, but a gift from the company in the shape 
| of a set of antique gold book-ends which will 
be an adornment to any writing desk. Checks 
sent to the delegates included an allowance for 
incidental expenses while attending the con- 
vention, and hotel rooms had been assigned 
before arrival. In the words of one of the 
agents, “It must have been a tough job, but 
) they certainly put it over.” 

Just to show their faith in and loyalty to 
their company, the men of the Reliance Life 
paid for $8,127,000 in life insurance during 
June, it being the second largest production 
| month in the history of the organization. The 
ten honor departments, based on paid life in- 
surance in excess of allotment for the first six 


months of 1926, are as follows: Seaboard, 
Thompson Agency, Intermoun‘ain, Alabama, 
Florida, Eastern Pennsylvania, Northeast 


| Texas, Ohio, Kansas-Missouri and Washington. 

All the officials of the Reliance Life are on 
hand to take part in the convention sessions. 
President James H. Reed has been busy for 
months in advance. Vice-President H. G. Scott, 
whose ability and progressiveness are so largely 
responsible for the present standing of the com- 
pany, Was waiting at the Reliance Life registra- 
tion desk, on the seventeenth floor, to person- 
ally greet the men and women as they arrived. 
E. G. McCormack, general manager, aided by 
a staff of lieutenants, went to the railroad sta- 
tion and welcomed the delegates as their trains 
came in, and each committee chairman capably 
did his share in seeing to it that events pro- 
} ceeded smoothly. From the standpoint of edu- 
tational and entertainment features, and judged 
by the remarkably efficient manner in which 
affairs are handled, the Jubilee Convention of 






SEMI-ANNUAL RETURNS 
Companies Report Good Increases 
for First Half of Current Year 

Below will be found reports of the business 
written and outstanding of a number of life 
insurance companies for the six months ending 
June 30, 1926, in comparison with correspond- 
ing figures for the first half of 1025: 

Columbian National Life, Boston.—New 
business paid for first six months of 1926, $19,- 
187,500; first six months of 1925, $17,505,059. 
Business outstanding June 30, 1926, $199,500,- 
000; June 30, 1925, $183,812,877. 

Connecticut General Life, Hartford—New 
business paid for first six months of 1926, 
$121,000,000; first six months of 1925, $107,- 
272,690. Business outstanding June 30, 1926, 
$894,000,000; June 30, 1925, $676,718,629. 

Federal Union Life, Cincinnati—New busi- 
ness issued first six months of 1926 (exclusive 
of newspaper group), $4,533,370; first six 
months of 1925, $3,884,201; first six months of 
1924, $3,680,534. 

Fidelity Mutual Life Philadelphia—New 
business paid for first six months of 1926, $24,- 
703,408; first six months of 1925, $24,224,306. 
Insurance in force June 30, 1926, $330,074,028; 
June 30, 1925, $304,091,925. 

Michigan Mutual Life, Detroit—New busi- 
ness for first six months of 1926, $9,390,800; 
first six months of 1925, $9,892,002. Business 
outstanding June 30, 1926, $127,645,161; June 
30, 1025, $120,892,582. 

Missouri State Life, St. Louis—New busi- 
ness paid for first six months of 1926, $67,790,- 
317; first six months of 1925, $64,936,140. Busi- 
ness outstanding June 30, 1926, $606,630,640; 
June 30, 1925, $559,037,900. 

Northwestern National Life, Minneapolis.— 
New business paid for first six months of 1926, 
$22,884,328; first six months of 1925, $24,015,- 
057. Business outstanding June 30, 1926, $204.- 
837,004; June 30, 1925, $224,884,033. 


Life 











ings ever held by a life insurance company in 
this country. The first morning was given over 
to registration, but after luncheon the com- 
pany’s guests boarded the steamer Home Smith, 
which had been specially chartered, and enjoyed 
a crttise on the Monongahela and Ohio rivers, 
during which a_ buffet supper was_ served. 
Dancing and entertainment followed. 

The business sessions of the convention will 
open at the William Penn hotel in the morning, 
and E. G. McCormack will act as chairman of 
the proceedings for that day. Angus Allmond, 
superintendent of agencies for the Western 
division, will preside over the meeting on 
Thursday, and the chairman on Friday will be 
W. L. Wilhoite, superintendent of agencies for 
the Eastern division. Vice-President Scott 
will be the toastmaster at the banquet, which 
closes the convention on Friday night. Special 
entertainment features have been arranged for 
the wives of the delegates, and these will be 
carried out by a committee of ladies headed by 
Mrs. E. G. McCormack. 
on which the convention is being conducted may 
be gained from the fact that forty-eight men 


An idea of the scale 


the Reliance Life is one of the greatest gather- and women are serving on various committees 





7 


W. W. MACK DEAD 


Editor of Weekly Underwriter Suf- 
fered Long Illness 





TRIBUTE FROM ASSOCIATES 





Funeral on Friday Was Attended by 
Many Friends in Insurance 
Business 


Wilfred Whaley Mack, editor of the Weekly 
Underwriter and vice-president of the Under- 
writer Printing and Publishing Company, died 
at his home in Upper Montclair late last Wed- 
nesday afternoon. Mr. Mack had been ill for 
some weeks following an operation in the 
spring. At times it was reported that he was 
recovering but it was quite generally known 
that he was a very sick man. The operation 
was for intestinal cancer and it eventually be- 
came evident that it had not been successful. 
With characteristic cheerfulness, Mr. Mack 
continued to receive his friends although he 
knew that his days were numbered. 

Mr. Mack was born in Ithaca, N. Y., in 
April, 1879. He attended the College of the 
City of New York and Cornell University. 
Upon leaving the latter institution he entered 
the employ of the New York Sun as a re- 
porter. In 10902 he joined the staff of the 
Weekly Underwriter as assistant editor and in 
1905 resigned to accept a post as associate edi- 
tor of the Insurance Field at Atlanta. In 1900 
he went to Chicago in a similar capacity. 
Then, in 1914 his brother, L. Alexander Mack, 
secured control of the Weekly Underwriter, 
he brought Wilfred Mack to New York as 
editor, in which capacity re remained ever 
since. 

Mr. Mack was a member of the Ancient and 
Honorable Order of the Blue Goose, Joys and 
Glooms, of Chicago, Drug and Chemical Club 
of New York, and the Officers’ Reserve Corps, 
U. S. A. His war service was as a captain 
in the division of finance and accounts, Quar- 
termasters’ Corps, at Washington. Brigadier 
General S. H. Wolfe, Finance Reserve, U. S. 
A., under whom Captain Mack served, payed 
a splendid tribute to him, in the course of 
which he announced that the captain had been 
recommended for his majority and the appoint- 
ment was being held open at the time of his 
death pending ability to take the necessary 
physical examination. 


“igi 


JourNALISTS PAy TRIBUTE 


A number of insurance journalists held a 
meeting Thursday afternoon and adopted the 
following minute in tribute to Captain Mack: 

By the death of Wilfred Whaley Mack, edi- 
tor of the Weekly Underwriter and vice-presi- 
dent of the Underwriters Printing and Publish- 
ing Company, at his home in Upper Montclair, 
N. J., on Wednesday, June 30, 1926, insurance 
journalism has suffered the loss of an able and 
beloved representative. His acquaintance 


among insurance business men in the United 
States and the esteem in which they all held 
him were exceptional and constitute an actual 
estimate of the work he performed in his life. 
(Concluded on page 25) 
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An Opportunity & 
Seeks ‘The Man |. 


O a life insurance salesman with a background of successful cor 
..... experience, who is either a leading personal producer or 2 
a highly capable organizer possessing a thorough knowledge of men : ve 
and who has built up an agency force—an opportunity is being . - 
offered that can scarcely be measured in terms of dollars and cents. fur 
Remuneration of course will be determined by his ability; but what o 
is more to the point, is the fact that the man we desire can become a q i 
part of our successful organization as AGENCY MANAGER or - 
GENERAL AGENT for the western part of the state of NORTH ant} 
CAROLINA, grow with us, succeed with us, and be rewarded. ac- a 
cording to his ability. ee 
The man whom we feel would fit in with our program of expansion is rn 
probably not seeking another connection at present but would like and 
to join an organization where he would be afforded the opportunity Com 
to give the fullest expression to his ability and ambition. a 
In answering he should give a complete story about himself, his the 
work, his desires for remuneration and his hopes for advancement. | an 
He can depend upon it that the information given will be held in | ‘ 

chant 





strictest confidence. | 
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Harry A. Bryan Goes to Guaranty Life 

Des Mornes, IA., July 3—An announcement 
by L. J. Dougherty, secretary and general man- 
ager of the Guaranty Life Insurance Company 
of Davenport, Ia, states that Harry A. Bryan, 
formerly vice-president and assistant secretary 
of the Merchants Life Insurance Company of 
Des Moines, has accepted a position with the 
Guaranty Life. 

Not only will Mr. Bryan keep in constant 
touch with the different branches of the com- 
pany’s business, but he will also organize and 
have exclusive charge of the conservation de- 
partment which has recently been established 
by the company. 

In keeping with the policy of all progressive 
companies, the Guaranty Life looks upon the 
conservation of business as one of the most 
important branches of the work. 

Mr. Dougherty stated today that he feels the 
company is particularly fortunate in having se- 
cured Mr. Bryan, who has had years of ex- 
perience as a life insurance executive. He 
stated he has known Mr. Bryan for a period of 
about twenty years, has watched his work and 
advancement with interest, and feels that he 
will be a valuable asset to the organization. He 
further stated that he has for some time been 
seeking a man of Mr. Bryan’s experience and 
ability, and feels that the company is to be 
congratulated upon having added to the list of 
its oficers a man known so favorably in the life 
insurance world. He feels that Mr. Bryan will 
mean much to the future growth of the Guar- 
anty Life. 

Mr. Bryan’s first experience in the life in- 
surance business was with the American Life 
Insurance Company of Des Moines, with which 
company he became connected as cashier in 
April, 1905. From time to time he was ad- 
vanced in his official capacity through the of- 
fices of assistant secretary, auditor, treasurer, 
and at the time the business of the company 
was reinsured by the American Life Insurance 
Company of Detroit, he was secretary and a 
member of the board of directors. 

From August, 1921, to the fall of 1922 he 
was resident vice-president at Des Moines for 
the American Life of Detroit. From October, 
1922, 1923, he was at the home 
company as assistant to the 


to August. 


president. 
Mr. Bryan became associated with the Mer- 
chants Life in October, 1923. 


Conservative Life Agents Meet 

INDIANAPOLIS, IND., July 3.—Concluding ses- 
sions of the annual convention of representa- 
tives of the Conservative Life Insurance Com- 
pany were held June 29 in the offices of the 
company, South Bend, Ind. M. P. Reed, secre- 
tary of the company, gave a talk to the dele- 
gates. Pictures were taken of the delegates, 
their wives, officers of the company and the 
home staff. 


—William Harlan Page, an agent of the Equitable 


Life Assurance Society of New York, in which he 
was the oldest employee, died at his home in Brook- 
lyn oy 


Friday. Fe was 92 years of age. 





D. OF C. CODE 
Proposal for Life Insurance Ap- 
proved by Committee 


NOT A MODEL LAW 
Provides for New Organizations—Agents’ 
Qualifications—Reserves, Examina- 
tions, Etc. 

Wasuincton, D. C., July 3.—Approval of 
the proposed code for legal reserve life insur- 
ance in the District of Columbia was given by 
committee on the District of Co- 
lumbia last week, in recommending passage 
of the bill introduced by Senator Sackett of 
Kentucky. 

The code was originally part of the general 
insurance code for the District, but when it 
became evident that great difficulty would be 
encountered in securing the approval of all par- 
ties interested, the life insurance provisions 
were made the subject of a separate bill. They 
have the approval of the District officials, in- 
surance lawyers and the companies, and will 
meet with no opposition when brought up for 
enactment next session. 

The proposed code embraces only regulations 
already in force in many of the States, and the 
bill is in no sense “model” legislation, the com- 
mittee stated. The present law has not been 
improved for many years and is silent upon a 
number of matters upon which the companies 
themselves are anxious there should be laws. 
There is now, for instance, no supervision of 
the formation of companies, no provision for 
adequate reserves and great lack of regulations 
of provisions in policies. The lack of regula- 
tory insurance provisions, it was pointed out 
in the committee’s report, has resulted in an 
influx of unfit companies and agents, who are 
able to carry on their operations practically un- 
hampered, to the detriment of the public as well 
as to injury of reputable companies and agents. 

The bill, which covers commercial compa- 
nies only, provides for the licensing of all com- 
panies, solicitors or brokers engaging in the 
business of legal reserve life insurance in the 
District of Columbia. It vests power of ex- 
amination of companies in the superintendent 
of insurance, provides for deposits with him to 
protect policyholders, and provides also for the 
taxation of companies. Qualifications for 
agents, solicitors and brokers are prescribed; 
bonds are required for the protection of the 
public, agents are made liable on unlawful con- 
tracts, and provision is made for suspension and 
revocation of licenses in cases of misconduct, 
with proper provision for court review. 

The amount of reserves is prescribed and 
regulated, annual statements are required, the 
valuation of securities is regulated, and stand- 
ard policy provisions, such as those relating to 
grace for payment of premiums, incontesta- 
bility, mistatements of age not voiding policies, 
loans on policies, extended insurance aiter lapse 
of premiums, etc., are required. 

Misrepresentations, rebates and 
commissions are prohibited, the rights of bene- 


the Senate 


improper 


ficiaries are defined and penalties are prescribed 
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INTER-SOUTHERN HAS BIG MONTH 
E. S. Hermann to Manage Home Office 
Agency 
LouISsvVILLE, Ky., July 3.—June proved the 
biggest month in the history of the Inter- 
Southern Life Insurance Company in the vol- 
ume of business written, according to an an- 
nouncement made Friday by C. G. Arnett, man- 
aging director, who gave the total for the 

month at more than $4,000,000. 

Florida led the list of States in volume of 
new business written with a total of more 
than $1,000,000. The Florida agency is man- 
aged by M. M. Parrish, who has been with the 
company for more than five years. 

A new addition to the local staff was an- 
nounced by Mr. Arnett in the person of E. S. 
Hermann of Baltimore and Washington, who 
has just arrived to take charge of the home 
office agency. Mr. Hermann has formerly 
represented the Mutual Life of New York 
and the Travelers of Hartford and is recog- 
nized as one of the largest producers in the 
East. He holds the record of leading the 
agency forces of both of these companies. Mr. 
Hermann will move his family to Louisville 
as soon as he can find a suitable location. 

The coming of Mr. Hermann to Louisville 
is a part of the broad expansion program of 
the Inter-Southern, Mr. Arnett said. It is the 
purpose of the company to build through Mr. 
Hermann a large organization in Louisville 
and surrounding territory. 





United States Life Appointment 

The United States Life Insurance Company 
has appointed Louis Foster as Eastern super- 
visor of agents, covering especially the terri- 
tory of New York, New Jersey and Pennsyl- 
vania. Mr. Foster has been with the Travel- 
ers and has had about ten years’ experience 
working among agents, chiefly in casualty lines. 
He is a Dartmouth man, having graduated 
from there in 1913 with the degree of A. B. 


Dinner to George K. Sargent 
Ives and Myrick, New York managers, gave 
a dinner at the Hotel Belmont on Thursday 
night for George K. Sargent, vice-president of 
the Mutual Life of New York. Approximately 
two hundred members of the agency staff and 
guests from other insurance offices were 
present. Entertainment was provided by 
Joseph Dunninger, who put on an exhibition 
of thought transference and mind reading. 








for embezzlement and false statements. The 
method and form of organization and incor- 
poration are outlined, investments are regulated, 
real estate holdings are limited, dividend re- 
strictions are provided, and reinsurance, form 
oi annual statement, method of keeping books, 
and proceedings to protect policyholders when 
capital is impaired are regulated. The bill 
also provides for the licensing of foreign and 
alien companies under proper restrictions and 
safeguards. 
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In all the Realm of Preparedness 
Next to 


“THE ROCK OF AGES” 


Comes the Bulwark of Life Insurance 


The Inter-Southern Life affords those who are looking about for their 
life work a three-fold profit for everything they do. 
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A Profit in Money. 
A Profit in Service. 
A Profit in Gratitude, 


If you have vision, 
If you believe in yourself, 
If you believe in earnest effort 


then in this territory of ten states, somewhere there is a place and a 
plan for you with this Company. 


Inter-Southern Life Insurance Co. 








Louisville, Ky. 
Is A Good Company 


- Strong - Progressive 














Royal Union Life 


Insurance Company 


Des Moines, Iowa 


STRONG AND PROGRESSIVE 








Paid to Policyholders, 
over.................$21,000,000.00 





Insurance in Force as of 


Dec. 31, 1925 .$148,281,904.00 








A. C. Tucker, President 


C. D. Costello, William Koch 


Vice President 





















What Is a 
Life Underwriter ? 











One who executes and delivers a life insurance 
policy. In other words, a person whose business it 
is to offer the known benefits of life insurance to 
individuals, to corporations, to partnerships, etc. 











But further, the life underwriter is one who must 
convince those clients of the benefits offered. This 
means stimulating contact with human character 
and with large affairs. Some underwriters prefer 
the game of character and deal mainly with indi- 
viduals. Others prefer affairs. To them is open 
the great field of business insurance. 
























Furthermore, the business of life underwriting pays 





highly for initiative and ability. 





And still more, the life underwriter offers to his 
clients a commodity which has no risk in it, does 
not deteriorate, and adds no burden of mental 
worry. The life underwriter sells absolute security, 
the foundation of serenity of mind. 
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John Hancock Has New General Agent in 
Rochester 

After many years of service with the John 
Hancock Mutual Life Insurance Company as 
general agent at Rochester, N. Y., Augustine 
B. Booth has resigned from that position, but 
will continue his association with the agency 
for which he has built up a fine prestige in 
that city. 

As his successor, the company has selected 
Fred S. Baxter, who became general agent on 
July 2. Mr. Baxter has been associated with 
the company, both in its Buffalo and Roches- 
ter agencies, and has proved his exceptional 
capacity as a life underwriter. He has been 
for some time one of the company’s leading 
producers. 


Shenandoah Life Stock Active 

RicHMOND, Va., July 2.—Continued active 
trading in the stock of the Shenandoah Life, 
of Roanoke ,Va., has given rise to speculation 
as to whether any other life insurance com- 
pany, or any individual is trying to obtain 
control of the company. The company’s stock 
was recently listed for the first time on the 
Richmond Stock Exchange, and some shares 
have brought as high as $39. Par is $10, and 
on December 31, 1925, book value was slightly 
more than $17 a share. A broker in Staunton, 
Va., shipped 280 shares to the First & Mer- 
chants National Bank, of Richmond, last week, 
to be sold at market price. 


Cuicaco, Itt., July 3.—The Federal Life of Chi- 
cago, which is under contract with about seventy five 
leading daily papers of the country for the distribu- 
tion of its newspaper accident policy, has just re- 
cently closed a contract with the Register-Tribune of 
Des Moines, Ia. 





INCIDENTALLY 








AST week they laid “Bill” Mack away. 

We sat at the simple little service out at 
his home more solemn than sad. Somehow we 
could not realize that Bill was lying in the 
coffin beside us. Even as we sit here to write 
a few words in memory of a friend and com- 
panion we cannot sense the real truth. We 
knew Bill only for a few years, but in that 
time we traveled a very large section of the 
country together. There is, perhaps, no better 
way really to get to know a man than to travel 
with him. Bill was the best of companions, 
always light-hearted, always able to suit his 
mood to the company he was in, and always 
quick to sense a false note. At work he was 
alert and efficient, and as a result turned in 
some of the best convention reports that in- 
surance journalism knows. A casual conver- 
sation with him would likely lead one to the 
thought that he was somewhat cynical. He 
was not at all so, but, like many another good 
man, he had his real character under a mask. 
There are, however, many who can testify 
that when Bill found a man in trouble or in 
need his cynicism disappeared. Then he was 
himself, a man with a big heart and a helping 
hand. Bill Mack had a record in the World 
War which might well make many a man 
jealous. One of the first to enlist, he was 
soon commissioned a captain and detailed to 
the army finance department, where he served 
under General H. M. Lord and Brigadier Gen- 
eral S. H. Wolfe. He continued his connec- 
tion with the army as a reserve officer and was 
scheduled for his majority when his final ill- 
ness set in and prevented him from taking the 





Illinois Bankers Life Reorganization 
Abandoned 

SPRINGFIELD, Itt., July 6—The legal con- 
test for the appointment of a receiver and 
an injunction against the Illinois Bankers Life 
Insurance Company of Monmouth probably 
will be carried to the Supreme Court of the 
United States. 

Notice was received in this city yesterday 
that a petition for rehearing had been filed in 
the Federal Court of Appeals by policyholders 
on the recent action of that tribunal in dis- 
missing the appeal from the order of Judge 
Louis Fitz Henry on the ground that he was 
without jurisdiction to make a receiver. The 
order of Judge Fitz Henry was overruled 
June 9. Since the case was heard in the Fed- 
eral court, Attorney General Oscar E. Carl- 
strom filed a petition for injunction and re- 
ceiver in the circuit court of Warren County. 
Later, acting for the State Department of 
Trade and Commerce, the attorney general dis- 
missed the suit, when an agreement was entered 
into for the abandonment of plans to reorgan- 
ize the company. The legal contest began 
when directors attempted to reorganize the 
company on an old line basis and the original 
proceeding was filed in federal court. 


Extend Women’s Policies to September 1 
The De Witt H. Stern Co., Inc., managers 
of the Massachusetts Accident, of 13 Astor 
Place, New York city, are extending the writ- 
ing of their women’s non-cancellable policies, 
terminating at age 6c, until September 1. 








necessary physical examination. He was a 
man’s man and one with whom we are proud 
to have been on terms of good friendship. 





PER CENT OF 


MEAN POLICIES IN FORCE OF TERMINATIONS BY SURRENDER AND LAPSE FOR TWENTY-NINE 


LIFE INSURANCE COMPANIES, FROM 1906 TO 1925, INCLUSIVE 









































cs 1906 | 1911 | 1916 | 1921 | 1906 

COMPANIES 1906 | 1907 | 1908 | 1909 | 1910 | 1911 | 1912 | 1913 | 1914 | 1915 | 1916 | 1917 | 1918 | 1919 | 1920 | 1921 | 1922 | 1923 | 1924 | 1925 | to to to to to 
1910 | 1915 | 1920 | 1925 | 1925 

Aetna Life............ 4.68 | 3.62 | 3.97 | 3.51 | 3.86 | 3.92 | 4.72 | 4.69 | 5.21 | 5.44 | 5.05 | 4.58 | 5.01 | 4.22 | 4.83 | 6.71 | 6.26 | 5.54 | 6.65 | 7.95 | 3.91 | 4.80 | 4.22 | 8.23 | 5.90 
Berkshire ERCP eee one 4.91 | 3.20 | 3.38 | 2.91 | 2.68 | 2.47 | 2.73 | 2.96 | 3.49 | 3.47 | 3.00 | 2.60 | 2.28 | 2.04 | 2.74 | 3.70 | 4.58 | 3.36 | 3.69 | 4.44 | 3.21 | 3.98 | 2.54 | 3.83 | 3.20 
Connecticut General. ..| 4.68 | 4.03 | 4.17 | 4.02 | 3.98 | 4.18 | 4.27 | 4.41 | 5.12 | 5.41 | 4.61 | 4.16 | 4.19 | 4.14 | 4.76 | 6.53 | 4.49 | 6.89 | 7.24 | 8.13 | 4.18 | 4.75 | 4.40 | 6.78 5.55 
Connecticut Mutual...} 1.91 | 2.06 | 2.45 | 2.60 | 3.02 | 3.36 | 4.38 | 4.64 | 4.65 | 4.84 | 4.20 | 3.90 | 3.85 | 3.47 | 4.20 | 5.43 | 5.12 | 4.61 | 4.82 | 5.05 | 2.42 | 4.41 | 3.92 | 5.00 | 4.12 
Equitable, New York. .|10.42 | 5.46 | .48 | 4.58 | 4.53 | 4.22 | 4.50 | 4.40 | 4.79 | 4.93 | 4.30 | 4.18 | 3.91 | 3.60 | 4.60 | 6.69 | 6.92 | 5.80 | 5.83 | 5.43 | 5.95 | 4.58 | 4.12 | 6.04 | 5.26 
Equitable, Des Moines.| 5.75 | 4.43 | 4.55 | 4.15 | 4.16 | 4.86 | 5.28 | 5.75 | 6.01 | 5.41 | 5.51 | 5.50 | 5.29 | 3.99 | 4.63 | 6.06 | 6.76 | 5.37 | 5.43 | 4.81 | 4.55 | 5.51 | 5.00 | 5.77 | 5.06 
Guardian, New York...| 6.09 | 6.41 | 4.69 | 4.38 | 4.10 | 4.53 | 4.95 | 5.07 | 5.87 | 5.69 | 4.95 | 5.40 | 4.59 | 4.56 | 4.82 | 6.64 | 7.06 | 5.87 | 5.90 | 6.00 | 5.12 | 5.24 | 4.86 | 6.19 5.41 
Home Life............ 8.62 | 7.50 | 5.93 | 5.55 | 5.72 | 5.91 | 5.65 | 5.59 | 6.09 | 6.34 | 5.92 | 5.19 | 5.64 | 4.89 | 5.86 | 7.16 | 5.79 | 4.22 | 4.27 | 4.28 | 6.64 | 5.93 | 5.49 | 5.10 | 5.57 
John Hancock.........| 9.89 | 8.74 | 8.99 | 7.15 | 6.61 | 6.24 | 6.03 | 5.83 | 6.10 | 6.05 | 5.14 | 5.08 | 4.77 | 4.93 | 5.32 | 6.67 | 5.77 | 5.42 | 6.19 | 5.57 | 8.12 | 6.05 | 5.07 | 5.93 | 5.78 
Manhattan........... 10.67 | 8.76 | 5.55 | 4.77 | 4.35 | 4.71 | 4.90 | 5.64 | 6.60 | 8.78 | 7.24 | 6.55 | 4.88 | 5.39 | 5.08 | 9.82 | 9.45 | 6.89 | 8.35 | 7.79 | 6.88 | 6.13 | 5.65 | 7.74 | 6.80 
Massachusetts Mutual.| 5.00 | 3.97 | 3.76 | 3.77 | 3.42 | 3.44 | 3.77 | 3.72 | 3.86 | 3.99 | 3.66 | 3.42 | 3.01 | 2.41 | 3.08 | 3.91 | 3.62 | 3.51 | 3.84 | 3.95 | 3.96 | 3.77 | 3.11 | 3.62 | 3.67 
Metropolitan......... 16.10 {14.12 |15.91 |12.64 !10.46 |10.41 |10.03 |10.00 | 9.50 | 9.08 | 7.03 | 5.85 | 5.75 | 6.29 | 6.77 |10. 8.67 | 6.36 | 6.88 | 5.30 |13.56 | 9.74 | 6.36 | 7.33 | 8.05 
Michigan Mutual...... 10.35 |10.07 | 9.34 | 6.94 | 6.68 | 7.38 | 7.22 | 7.50 | 8.66 | 9.56 | 7.46 | 7.41 | 7.19 | 4.71 | 5.70 | 8. 8.53 | 3.88 |10.08 |10.44 | 8.72 | 8.05 | 6.40 | 7.65 | 7.88 
Mutual Benefit........ 3.82 | 3.46 | 3.04 | 2.54 | 2.27 | 2.70 | 2.58 | 2.40 | 2.62 | 2.62 | 2.32 | 2.01 | 1.88 | 1.49 | 1.62 | 2. 2.14 | 2.00 | 2.19 | 2.25 | 2.98 | 2.63 | 1.84 | 2.31 | 2.27 
Mutual, New York. ...} 8.38 | 5.22 | 4.25 | 4.39 | 4.28 | 4.19 | 4.51 | 4.46 | 4.86 | 4.84 | 4.34 | 3.99 | 4.61 | 3.44 | 4.39 | 6. 5.07 | 4.95 | 5.61 | 4.83 | 5.33 | 4.58 | 3.95 | 5.25 | 4.80 
National Life......... 8.65 | 7.06 | 5.17 | 4.33 | 3.87 | 3.85 | 3.70 | 3.54 | 3.93 | 4.31 | 3.70 | 3.10 | 2.78 | 2.31 | 2.76 | 4. 4.38 | 3.05 | 3.49 | 3.82 | 5.71 | 3.87 | 2.93 | 3.86 | 3.96 
New England......... 4.89 | 4.23 | 4.03 | 3.39 | 3.10 | 3.12 | 2.85 | 2.92 | 3.03 | 3.34 | 2.98 | 2.84 | 2.86 | 2.25 | 2.66 | 4. 3.28 | 2.93 | 3.40 | 3.20 | 3.89 | 3.09 | 2.69 | 3.33 | 3.20 
New eer 10.45 | 6.55 | 5.40 | 4.77 | 4.22 | 3.95 | 4.19 | 3.74 3.99 | 4.09 | 3.81 | 3.62 | 3.78 | 3.69 | 4.04 | 5. 4.93 | 4.55 | 4.78 | 4.70 | 6.29 | 3.99 | 3.80 | 4.85 | 4.68 
Northwestern Mutual..| 4.17 | 3.79 | 4.06 | 3.78 | 3.67 | 3.87 | 3.73 | 3.41 | 3.56 | 3.64 | 3.07 | 2.45 | 2.24 | 1.75 | 2.08 | 2. 2.68 | 2.46 | 2.53 | 2.41 | 3.88 | 3.64 | 2.29 | 2.61 | 2.95 
Pacific Mutual. ....... 10.77 | 5.17 | 5.28 | 4.57 | 4.50 | 4.05 | 3.65 | 4.02 | 4.04 | 4.31 | 4.57 | 3.99 | 3.60 | 2.91 | 3.29] 5. 6.09 | 5.13 | 6.10 | 6.11 | 5.99 | 4.03 | 3.60 | 6.34 | 5.21 
Penn Mutual......... 8.01 | 7.09 | 7.66 | 4.37 | 4.47 | 4.19 | 4.17 | 4.09 | 4.22 | 4.52 | 3.52 | 3.58 | 2.98 | 2.37 | 2.93 | 3. 3.80 | 4.01 | 3.66 | 3.41 | 6.25 | 4.24 | 3.05 | 3.90 | 4.22 
Phoenix Mutual... .. . . 6.18 | 5.77 | 5.41 | 4.44 | 4.04 | 4.27 | 4.54 | 5.29 | 5.11 | 5.26 | 4.30 | 3.33 | 2.80 | 2.91 | 3.02 | 4. 4.08 | 3.57 | 3.71 | 4.16 | 5.12 | 4.92 | 3.24 | 3.92 | 4.23 
Provident Mutual. . . . . 4.36 | 4.12 | 4.40 | 4.27 | 4.12 | 4.34 | 4.66 | 4.99 | 5.92 | 6.08 | 5.55 | 4.89 | 4.14 | 3.83 | 4.61 | 5. 5.39 | 4.75 | 4.83 | 5.10 | 4.25 | 5.27 | 4.55 | 5.05 | 4.89 
Prudential....... +++. 8.20 | 6.67 | 5.03 | 4.24 | 4.81 | 3.80 | 4.13 | 3.79 | 4.54 | 4.52 | 3.96 | 3.24 | 3.10 | 3.67 | 3.40 | 4. 3.82 | 3.41 | 4.19 | 3.68 | 5.63 | 4.22 | 3.46 | 3.54 | 3.99 
State Mutual......... 5.25 | 4.71 | 4.65 | 4.04 | 3.70 | 3.35 | 3.45 | 3.66 | 3.92 | 3.90 | 3.44 | 3.46 | 2.99 | 2.57 | 3.10 | 3. 3.16 | 3.06 | 3.40 | 3.40 | 4.44 | 3.67 | 3.09 | 3.31 | 2.85 
Travelers............- 5.48 | 4.68 | 4.91 | 5.03 | 5.64 | 5.11 | 4.82 | 4.91 | 5.60 | 5.80 | 4.85 | 5.60 | 4.36 | 3.53 | 4.13 | 5.6 6.26 | 6.34 | 7.12 | 7.20 | 5.16 | 5.28 | 4.38 | 6.66 | 5.80 
Union Central......... 5.83 | 4.32 | 4.06 | 3.40 | 2.79 | 3.08 | 3.39 | 3.90 | 4.43 | 5.10 | 4.66 | 4.44 | 3.96 | 3.02 | 3.23 | 5.02 | 4.38 | 3.64 | 3.72 | 4.22 | 4.02 | 4.04 | 3.81 | 4.18 | 4.04 
Union Mutual......... 8.51 | 7.07 | 4.62 | 2.93 | 2.85 | 3.81 | 3.98 | 4.74 | 4.83 | 5.91 | 5.40 | 4.61 | 4.27 | 3.95 | 5.46 | 4.86 | 4.97 | 4.45 | 4.38 | 4.37 | 5.27 | 4.61 | 4.57 | 4.56 | 4.78 
United States......... 8.39 | 7.95 | 7.78 | 6.12 | 6.61 | 5.70 | 5.58 | 6.33 | 8.16 |10.19 | 9.72 | 8.95 | 8.50 | 7.51 | 6.66 | 9.08 | 9.99 10.97 | 9.36 | 8.53 | 7.43 | 7.15 | 8.33 | 9.56 | 8.04 
Ave. (29 Companies).| 8.93 | 6.57 | 6.33 | 5.51 | 5.05 | 5.04 | 5.17 | 5.00 | 5.28 | 5.35 | 5.48 | 4.13 | 3.95 | 4.04 | 4.45 | 6.35 | 5.64 | 4.96 | 5.24 | 4.76 | 6.35 | 5.14 | 4.23 | 5.35 | 5.16 






























































Group Insurance and industrial business excluded. 


In considering ratios, following factors must be noted: 


and variation in segregation of Terminations as between surrender, lapse and expires 
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Intermediate business of industrial companies carrying high lapses, rates included 
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FIRE AND LIFE 


ww 
pASSURANCE CORPORATION, Lita. 
FREDERICK RICHA2DSON, United States Manager 


GENERAL BUILDING, 4TH & WALNUT STS. 
PHILADELPHIA 














aeeeemmeniatietasanentiaaiaiibains 


INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 
January 1, 1926 


Reserve for Unearned Premiums .............. $1,239, 147.00 

OE Te EO SO Se ee eee eee 384,909.00 

COTS | Se eet $500,000.00 

2622 OT 8 1 ee 1,274,407.00 

Surplus to Policyholders................... 1,774,407.00 
DERN ONBEES <> .iojec:cieie ais) creer aided eroaieut $3,398, 463.00 


Wm. H. Palmer, President Wm. H. Palmer, Jr., Vice President 


B. C. Lewis, Jr., Secretary Wm. Palmer Hill, Asst. Secretary 














J.C. Watson, Treasurer J. M. Leake, General Agent 
EEE ee 


THE SIGN OF GOOD CASUALTY INSURANCE 











LIABILITY BURGLARY 
ACCIDENT CREDIT 
HEALTH BOILER 
AUTOMOBILE LANDLORDS 
TEAMS ELEVATOR 
COMPENSATION GENERAL LIABILITY 
LIAN) 

Established cote We 1869 

LONDON GUARANTEE & ACCIDENT CO, Ltd, Ema'>e 


Head Office 55 Fifth Ave., New York 
c. Berger, United States Manager 


Philadeiphia Branch Office 
Wood Building, 512-514 Walnut Street, Philadelphia, Pa 
ELMERA. LORD & CO., Resident Managers. 145 Milk Street, Boston. Mass 


————— 
General Agents Wanted 


Profitable territories now available in Florida, Vir- 
ginia, Kentucky and North Carolina. Write today to 


THE PROVIDENT LIFE AND 
ACCIDENT INSURANCE COMPANY 
of Chattanooga, Tennessee 
Accident Health Automobile Accident 








Life 





NORTHERN 


COMPANY 
OF LONDON 
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UNITED STATES BRANCH 
R_ P. BARBOUR, General Attorney 
H. N. KELSEY, Deputy Attorney C. W. COOPER, Secretary 
Eastern & Southern Dept., 135 William St., N. Y.,A. G. MARTIN, Mer: 
Western Dept., Monadnock Bldg., Chicago, IIl., H. D. LEWIS, Mer. 
Pacific Coast Dept., San Francisco, Calif., F. C. H. ROBINS, Mer. 














‘The Spirit of ’76”’ 


This year more than ever before, things colonial hold the 
center of the stage with the spotlight on the Sesqui-Centenniay 
Exposition at Philadelphia. 


The Continental Insurance Company, wishes success to this 
celebration of the 150th anniversary of the signing of the 
Declaration of Independence. May it aid in instilling in the 
hearts of young Americans that patriotism which, first flaming 
in the hearts of the founders of our country, created the great- 
est nation the world has ever known. 


The Continental has always been a staunch advocate of Amer- 
The slogan of the mighty group of fire insurance 
” Its trade- 


icanism., 
companies of which it is a part is ‘‘America Fore. 
mark, the famous Continental Minuteman, is a symbol of 


soundest insurance protection for American property. 


Ghe CONTINENTAL 


INSURANCE COMPANY 
EIGHTY MAIDEN LANE, NEW YORK, NX. 


RM n of the Board 
PAUL L_HAID, President 





CASH CAPITAL + TEN MILLION DOLLARS 
“America Fore” 


NEW YORK * CHICAGO * MONTREAL ¢ SAN FRANCISCO 


































# od PRON Sgt : 
oe’, fre, ‘ee 
: cel + 9% 
a. © Reirthal & Newman NX -« 





























Is It Insured ? 


PAINTINGS, STATUARY. WORKS OF ART, ETC. 
petcneimsre| against All Risks” Including breakage, 
wherever -such property may be located. 


A.F. SHAW & COMPANY 


80 Maiden Lane Insurance Exchange 
New York City q : a Chicago, Ill. 
General Agents - ‘All Risks” Department 
















Pott 
Sait Fire & Marine Insurance Co. 
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NEW YORK SURVEYS 

A Debating Society.—In some of the in- 
stitutes and in a few cases in insurance so- 
cieties in this country there has been developed 
a debating society which has been profitable. 
The Insurance Society of New York will un- 
doubtedly, during this fall and winter, under- 
take the formation of a debating circle, pro- 
yided a sufficient number are interested enough 
to pledge their attendance to take part therein. 
The primary object of these debating circles in 
connection with insurance educational societies 
has been for the purpose of developing the 
ability of the juniors to speak when standing 
on their feet. It would have probably an 
added feature and that is it would interest 
juniors in the Society. 

July 1 With the Fire Patrol—The Daily 
Bulletin of the Fire Patrol for July 2 contains 
stand out. These are 
worthy of a brief reference. First there was 
the usual automobile fire with considerable 
damage. Then an apartment house with fire 
beginning on the second floor, extending to the 
hall, and running up through and out of the 
roof with considerable damage to building and 
contents. The fire marshal was notified and 
a fireman left on the premises. Next followed 
a fire originating in the grease in a duct over 
the kitchen range in a department store. This 
fire passed through the duct and out of the 
roof with slight damage resulting. The prize 
of the package was a fire in a sprinklered risk 
where on one floor there were nine separate 
There was, of course, the 
usual assortment of slight and unimportant 
fires to make up the budget, but the four noted 


several items which 


} were the outstanding items. 





| higher than they are at the present time? 
| difficulty with all of these matters involving 


Will That Be the Result?—Will the re- 


s sult of the organization of the new Geographi- 
t cal Body be that in adjusting the commissions 


somewhat 


The 


matter, commissions will be put 


commissions is that once having paid higher 
commission it is almost impossible to reduce 
It, It can be conceived that an adjusted com- 


| mission which might be somewhat higher could 


be handled all right if it were not for the fact 
that the community have a right in the matter 
and they might not look on the decision to do 
80 with equanimity, owing to the fact that the 
whole outcome of the project was to raise and 
not lower expenses. On the other hand, it can 
be argued that if the agreement once made is 
adhered to, then a great gain will have been 
made because all excuse for paying higher 
commissions than that of the agreement. will 
have been taken away. 

Is It Feasible?—Some one has proposed 


that there be added to all fire insurance pol- 
les the following: 


Wry: ‘ ° 
Whiskey stills cause explosions and fires 
and insurance companies are not liable in case 


FIRE INSURANCE TOPICS 
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of fires to all policy holders in the building 
where the fire occurs.” 

What do vou think of this suggestion? 

New Equipments.—Bulletin No. 2347 of 
the Sprinkler Department of the New York 
Fire Insurance Exchange reports the installa- 
tion of twelve new equipments which have been 
given gradings of protection as follows: 1, 


85%; 2, 70%; 1, 75%; 2, 50%; 4, 45%; 2, 
40%. 


CHICAGO AND THE WEST 

Michigan Field Club Meeting. — The 
Michigan Field Club, which held its annual 
ineeting last week at Gratiot Inn, Port Huron, 
Michigan, elected John P. O’Brien of the Home 
as president; Clinton L. Allen of the A®tna, 
vice-president, and H. K. Dickinson of the 
Fire Association, secretary and_ treasurer. 
Talks were made by Henry Swift Ives, vice- 
president of the Casualty Information Clearing 
House, whose address was published last week 
in Tue Specrator; by Henry C. Walters, 
prominent Detroit insurance attorney, and by 
L. A. Weil, editor of the Port Huron Times 
and Herald. 


Final Drafts of Kansas Code Being 
Prepared 

TopEKA, Kan., July 3.—The final draft of 
tentative insurance code for Kansas is being 
compiled this week. The insurance code com- 
mission met Tuesday and Wednesday and com- 
pleted, the editing of the final draft as it will 
be presented to the representatives of the in- 
surance companies and the public. The com- 
mission had agreed upon the general terms of 
the code at the June meetings and met this 
week for the final revisions. 

As soon as the copies can be made follow- 
ing the adjournment of the commission the 
representatives of each group of insurance com- 
panies which appeared before the commission 
in the hearings last winter will be supplied 
with a copy. The Kansas attorney-general as 
the representative of the public will also be 
given a copy and invited to appear in the later 
It is proposed that during the month 
of August the commission will hold numerous 
hearings at which the representatives of the 
will ap- 
pear and make any suggestions or criticisms 
which they desire to offer relative to the ten- 
tative During September and October 
the commission will draft the final code in the 
light of whatever suggestions or criticisms may 
be offered. 


hearings. 


companies and the attorney-general 


code. 


James W. Ferguson Dead 
James W. Ferguson, of the agency of Fer- 
guson & Van Name, New York, with a branch 


office in Cranford, N. J., died recently at Cairo, 
Neo. 
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Eastern Union Holds Regular Meeting 

The Eastern Union held its regular weekly 
meeting Thursday at its headquarters. This 
was the last one scheduled for this summer, 
‘the next session convening at the Aspinwall 
Hotel, Lenox, Mass., on Thursday, September 
23. 

President Palache presided at the last meet- 
ing and the membership committee reported 
upon the applications of Frank C. Hatfield, gen- 
eral agent, Minneapolis Fire and Marine; 
Alfred Stinson, vice-president, Automobile In- 
surance Company, Hartford, and James Wyper, 
vice-president, Citizens, St. Louis. The ap- 
plicants were unanimously elected, while the 
following resignations were accepted: Walter 
C. Leach, secretary, Minneapolis Fire and 
Marine; J. C. Barden, vice-president, Auto- 
mobile; Thomas J. Scotland, general agent, 
Citizens, and George R. Fulton, secretary, Fire 
and Marine Underwriters of the Automobile. 

Mr. Bissell, chairman of the committee on 
co-operation, being absent, a member reported 
that the committee was working very diligently, 
and _ that, time had been 
spent in many meetings, the progress made 
during the past month and the status of the 
problems before it were most satisfactory and 


while considerable 


encouraging. 

Reports from the standing and special com- 
mittees were received and the meeting ad- 
journed at 1 o’clock. 


Wellington H. Wart Made Assistant 
Secretary of A-tna 

Wellington H. Wart, general adjuster of the 
7Etna Fire Insurance Company, of Hartford, 
was elected assistant secretary of the company 
this afternoon at a special meeting of the board 
of directors. 

Assistant Secretary Wart entered the insur- 
ance business in January, 1892, and after an ex- 
tensive general home office and field experience 
in Maine, New Hampshire and Vermont, joined 
the A®tna (Fire) as special agent for Maine 
and New Hampshire on January 1, 1010, later 
becoming State agent of the company for these 
two States. On April 15, 1923, he was called 
to the home office, being elected general ad- 
juster of the company on that date. His expe- 
rience and judgment have given him an enviable 
veputation as an adjuster of losses. 

Mr. Wart was for some time a member of 
the executive committee of the New England 
Exchange, and was toastmaster at the fortieth 
anniversary banquet of the New England In- 
surance Exchange. He is a public speaker of 
marked eloquence and skill. 


Capital Increase for Atlas Underwriters 

INDIANAPOLIS, IND., July 3.—Papers have 
been filed with the secretary of State at In- 
dianapolis showing that the Atlas Underwriters, 
Inc., of Fort Wayne, Ind., has increased its 
capital stock from 30,000 shares no par value 
and $600,000 preferred capital stock to 80,000 
shares no par value and $1,600,000 preferred 
capital stock. 
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DISTRIBUTION BY STATES OF FIRE 
INSURANCE IN THE UNITED STATES 


Shows Premiums and Losses for All 
Classes of Business Written by Each 
Fire Company in Each State in 
1925 


That most valuable book for fire insurance 
companies, special agents and others, entitled 
Distribution by States of Fire Insurance in the 
United States, has been issued by The Spectator 
Company, showing the transactions for 1925. 
It gives premiums received and losses incurred 
for fire, motor vehicle, tornado, hail, sprinkler 
leakage, riot, civil commotion and explosion, 
ocean marine, inland marine, earthquake, rain, 
rain and flood, tourist baggage, parcel post, 
registered mail, flood, rain and crop, water 
damage, rain and frost, golfers’ outfit, mail 
package, use and occupancy, contingent com- 
mission, frost and freeze, crop, jewelry, rain 
and crop and rent insurance, with totals of all 
classes by each company in each State and ter- 
ritory. This is the 28th annual edition of this 
exceptionally serviceable fire insurance publi- 
cation, and it should be in the possession of 
every head office, as well as of traveling fire 
underwriters. It is bound in real and durable 
leather, in a convenient size, so as to be readily 
carried in the special agent’s bag. It contains 
470 pages, but is so compactly prepared and 
printed as to be useful to special agents, as weil 
as to home office executives and general agents. 
To render its contents more readily accessible 
the book is thumb-indexed. It sells at $35 per 
copy, and orders will be promptly filled. 


Virginia Rate Inquiry 

Ricumonp, Va., July 6.—Governor Harry 
F. Byrd of Virginia has named the following 
commission to study rates charged in Virginia 
by insurance companies: Dr. J. A. Chandler, 
Williamsburg; O. E. Jordon, Dublin; S. R. 
Parker, Appalachan; Thos. S. Southgate, Nor- 
folk, and Wharton C. Cottrell, Richmond. 
The commission will elect its president and 
secretary. Dr. Chandler is president of the 
College of William and Mary; Mr. Jordon 
was formerly a member of the legislature; 
Mr. Southgate is engaged in the wholesale and 
retail mercantile business; Messrs Parker and 
Cottrell are engaged in the coal business. 

Only rates charged by life insurance and 
bonding company are excluded from the 
scope of the investigation. Under the terms 
of the law, the commission has no authority 
to pass upon the adequacy of rates, but is only 
to decide whether the State is discriminated 
against by the companies. A report is to be 
made to the 1928 session of the general assem- 
bly. Members of the commission are to serve 
without remuneration. The sum of $2000 was 
appropriated to cover the commission’s actual 
expenses in conducting the inquiry. 


—At the annual conference of the Chartered In- 
surance Institute held at Glasgow on Friday, June 
25, R. M’Connell, 
Royal Insurance Company, 
dent. 


the manager in London of the 
Ltd., was elected presi- 








“SMOKE” 











Four insurance men playing poker in a room 
in the best hotel in town—an awful town, San 
Pedro de Macoris. * * * Good Havana 
cigars. * * * Excellent Santiago rum. 
* * * Night—a hot Santo Domingo night. 
* * * Archibald Agent, just down from the 
States, was winning—and drinking more than 
the local boys, who had lost the thrill of get- 
ting drinks at “good-old-days” prices. * * * 
Then Arch began to lose and Lose and Lose! 
“Serves me right,” he muttered to himself, 
“with the boss back in N’Yawk believing in 
me and ready to swear I’m fit to be written up 
by the American Magazine—don’t drink, gam- 
ble or—a regular ‘go-getter.’ Bet he’d believe 
I sold newspapers once to get the dough with 
which to go to college. * * * Ahem! Four 
jacks and the night’s young!” 

At that instant, two houseboys dashed ex- 
citedly by the open door. Suddenly, the two- 
story hotel became a hot-bed of Latin-Ameri- 
can excitement. A maid groaning, “Aye, Dios!” 
trucked her two hundred pounds of black 
avoirdupois into the room and across into the 
private bath, where she turned on the shower, 
called upon a few saints, then stumbled back 
into the room, paused a moment to point melo- 
dramatically towards the window—and was 
gone, screaming hysterically now: “Agua! 
Water! Water!” 

“Four jacks—wow!” exclaimed one of the 
other go-getters. * * * Fandango! Arch 
had shown his hand. “Look!” yipped the fel- 
low who had been winning heavily, as he ran 
out on the balcony—the others following, Arch 
so sore he limped. 

What a fire! A whole block to native shacks 
burning up like so much shavings. Natives 
running up and down the street, while the ten- 
ants of the houses across the way were ripping 
down the fronts of their homes to remove 
pianos and heavy furniture. Then, evidently 
about half an hour late, the firemen arrived, 
whereupon a mad rush was made upon them— 
each particular family wanting the hose for 
its home, or at least for its end of the street. 
A regular tug of war ensued, with the enraged 
firemen, immaculate in their musical comedy 
uniforms, gesticulating, shouting and waving 
their arms in despair. * * * The fire raged 
on. The hose would get half way down to one 
end of the street, when, at the finish of a 
free-for-all, it would be up at the other end 
again. The firemen were now enraged into a 
sullen disdain of the whole affair and exerted 
themselves to the extent of insulting the pro- 
genitors of all who unduly annoyed them. A 
few policemen were having a grand time, how- 
ever, “socking” people cold right and left. A 
nonchalant fireman was accidentally “socked” 
—and then a catch-as-catch-can took place. 

Water trickled about the feet of the four 
go-getters: The shower had everflowed. “Some- 
thing has got to be done about this,” said Arch, 
who had been overseas. “What? The water? 
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James A. Hall 


Promoted by Travelers 

The Travelers Fire Insurance Company of 
Hartford announces the appointment of James 
A. Hall of Richmond, Va., as assistant distrig 


manager, under District Manager Esmond 
Ewing of Atlanta, Ga. Mr. Hall will relip. 
quish the duties of manager of the Travelers 
Fire for the State of Virginia as soon as his 
successor is appointed. 

This move is made necessary by the increas. 
ing importance of the company’s operations jn 
this territory, and Mr. Hall is fully qualifieg 
by experience and ability to most satisfac. 
torily administer his new duties. 


C. A. Hutsen’s Record 
C. A. Hutsen on July 26 will have a recor{ 
of 21 years with the National Board of Fire 
Underwriters, of which he is assistant chief 
engineer. When he first joined the National 
Board there was in existence the Committe 
of Twenty, which was formed at about the 
time of the Baltimore conflagration. The late 
Henry Evans was then chairman. The Na. 
tional Board then had its offices at 135 William 
Street, while those of H. K. Miller, general 
agent, were on Nassau Street. The Commit. 
tee of Fire Prevention was organized in 1006, 

with W. E. Mallalieu as assistant 


Johnson Bill Passes 


New Organs, La., July 6.—The Johnson & 
insurance commission and § 
rating and fire prevention bureau passed the & 


bill creating an 


House of Representatives by a vote of seventy. 
seven to six. The local agents of Louisiam 
have scored a great victory. In the entire 
general assembly the opposition could only 
muster six votes. O’Hacerry, 








Heck, they’re soaking the hotel—and it’s a hot 
night, anyway,” yawned one of the tropical 
birds. “Suppose we might remove our shoes 
—shoes cost down here.” “No, I meant the 
fire,” explained reliable Arch. “You tender 
foot!” bawled the others. “That’s not our risk 
that’s burning, anyway. To write frame houses 
in the tropics is just writing for premium vo0l- 
ume.” 

The go-getters quit playing at four. The 
sobering effect of cold water trickling about 
his feet had made Arch play exceedingly wel 
and luck came back to him. 

The fire? Well, they call Santo Domingo 
the “Island of Lost Fortunes.” 





WANTED— 
Fire Insurance Agency 


Covering North East Nebras- 
ka, North West Iowa, and 
Sioux City, Iowa. 


Address B. L. F. 
care of THE SPECTATOR. 
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Auto Rates Reduced in Michigan 


LaNsING, MICH., July 3.—Agents in a num- 
ber of Michigan cities are expecting a big sum- 
mer of automobile business following one of 
the most sweeping rate reductions granted in 
many a year. Through a conference between 
a subcommittee ef the Michigan Association 
conference committee and the rating commit- 
tee of the Western Automobile conference, 
seven medium-sized Michigan cities have been 
placed in class 7, usually called the “country 
territory” classification, and two other larger 
cities have been placed in the old classification 
of the seven. 

The fortunate cities which get “country” 
collision rates are: Lansing, Jackson, Muske- 
gon, Kalamazoo, Saginaw, Bay City and Bat- 
tle Creek. Grand Rapids and Flint, second 
and third cities by population ranking in Mich- 
igan, are the other’ municipalities with im- 
proved status. 


Nebraska Department Rules Against 
Credits 


John R. Dumont, Commissioner of Insurance 
of Nebraska, has issued the following ruling 
concerning credit on premium payments: 

It is hereby made a ruling of this depart- 
ment that no agent, solicitor, broker or com- 
pany shall directly or indirectly allow credit 
to any policyholder for the payment of pre- 
miums on any policies covering any risk lo- 
cated or residing in this State beyond a period 
of thirty days from date of policy or audit 
without charging interest on such account of 
not less than 6 per cent per annum nor more 
than the legal rate per annum after said thirty 
davs. This ruling to apply to all notes or other 
evidence of indebtedness which may be taken 
in payment of such premiums. 


Insurance in America’s Early Days 

Under the title “At the Sign of the Hand- 
in-Hand,” the Philadelphia Contributionship 
for the Insurance of Houses from Loss by Fire, 
has issued a profusely illustrated pamphlet 
“wherein is set forth an account of divers 
things chiefly concerning insurance before and 
after the war for American independence.” 
The Philadelphia Contributionship, a mutual 
company, known as the “Hand-in-Hand,” was 
formed in 1752 and its records constitute an 
interesting source of information concerning 
insurance methods and fire fighting in the early 
days of this country. 





Joins America Fore’s Western Department 


H. W. La Rue has been appointed to the 
Post of assistant secretary in the Western 
department of the America Fore organiza- 
tion, he resigning as of August 1 his present 
Position as assistant manager of the Oil In- 
surance Association, which he has held for the 


last five years. With America Fore, he will 


be identified with the recording underwriting, 
giving special attention to high value special 
hazard risks an dsprinkler business. 


S. E. U. A. ATTACKED BY 
CONGRESSMAN 


Letter to Federal Trade Commission 
from North Carolinian 


ASSAILS RATE RAISE 


Asks for Investigation — Commission’s 
Counsel Finds It Has No Power 
to Act 

WasuHincton, D. C., July 3—The Federal 
Trade Commission is without authority to in- 
vestigate increases in insurance rates made in 
the Southeastern States by the South-Eastern 
Underwriters Association, but court decisions 
already of record affirm that the States in which 
the organization operates have full authority 
to act upon agreements to fix rates of insurance 
or otherwise to suppress competition, it is held 
by the chief counsel of the Federal Trade Com- 
mission in an opinion rendered upon a request 
for an investigation, submitted by Representa- 
tive Charles L. Abernethy of North Carolina. 
The commission, accordingly, refused to make 
the investigation asked for on the ground that 
it was without jurisdiction. 

In his request for action, Congressman Aber- 
nethy bitterly attacked the underwriters’ or- 
ganization, and declared that insurance com- 
missioners in the States affected had refused 
to take action because of the contention that 
the companies were engaged in interstate com- 
merce. The writing of policies, the commis- 
sion’s chief counsel held, has been decided by 
the courts to be a personal contract and not 
commerce, and the Federal Government has no 
authority in the matter. 

““This association,” the Congressman charged 
in his letter to the commission, “according to 
my best information and belief, undertakes, 
arbitrarily by agreements and combinations, to 
fix insurance rates on all buildings and prop- 
erty within this group of States for the va- 
rious companies that do business in those 
States who are connected, represented or asso- 
ciated with the South-Eastern 
Association.” He continued: 


Underwriters 


It is my belief that this association sends a 
representative to the various cities, tcwns and 
sections of the State, and arbitrarily fixes what 
the various properties shall pay for fire insur- 
ance protection. This association recently has 
increased its rates, and for the various insur- 
ance companies connected with it, I am in- 
formed, on mercantile buildings and contents, 
10 per cent, and on all manufacturing estab- 
lishments 25 per cent. Last year they increased 
the rates arbitrarily 25 per cent. 

It is my information that the association 
claims that it cannot be regulated by the va- 
rious States in which it does business, because 
it claims to be engaged in interstate commerce 
and is not subject to the local laws of the 
States. 

Irom the information which I have I be- 
lieve that the rates are arbitrarily fixed bv 
this association, and that they are unreasonably 
high and oppressive, and that there is no local 
law on the subject; and that the various in- 
surance commissioners in the States affected 
refuse to act because they claim they have no 
jurisdiction as such commissioners, on the 
eround that they are advised that the insur- 
ance companies are engaged in interstate com- 
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Voluntary Receiver for Sterling Fire 

INDIANAPOLIS, IND., July 3.—Edwin Steers, 
attorney, has been appointed voluntary receiver 
for the Sterling Fire Insurance Company of 
Indianapolis, by Judge James M. Leathers in 
Superior Court, Room 1. The company decided 
some time ago to liquidate and receivership 
proceedings were necessary because there is 
no law in Indiana providing for voluntary 
liquidation and dissolution of fire insurance 
companies. 

The Sterling Company is a $3,000,000 cor- 
poration and is in excellent financial condition, 
it is said. William L. Taylor, attorney, said 
that stockholders will receive almost twice the 
par value of their stock when the business is 
closed. The receivership suit was brought by 
Arthur L. Gilliom, attorney-general, at the 
request of the company. 

Officers of the company, which was organ- 
ized in 1911, are: O. J. Smith, president; 
Lynn B. Millikan, vice-president, and Oscar L. 
Ross, secretary-treasurer. 


Automobile’s Marine Claims 
The Automobile Insurance Company of 
Hartford makes the following statement re- 
garding the handling of its ocean marine claims 
on New York risks: 


The Automobile Insurance Company is main- 
taining at 82 Beaver street, New York city, a 
marine claim organization for the purpose of 
handling to completion claims under open New 
York marine risks arising out of shipments 
made before midnight, June 30, 1926. This 
office is also handling claims under either 
forms of ocean marine policies now on the 
company’s books in the New York territory. 
Brokers are requested to take up all such 
claims with the company’s claim office at the 
above address. Claim matters concerning 
shipments under open policies and made _ sub- 
sequent to June 30, 1926, will be handled by 
the office of Roberts and Ebert, Inc., 60 Beaver 
street. The company’s ocean as well as its in- 
land marine business throughout the United 
States and Canada will continue to be handled 
under its established agency plan. 





Death of Clarence Seward 
Clarence Seward, a local agent at Cranford, 
N. J., for many years past, died last week. 








merce, at least so I am informed. 

The reason that there are no local laws gov- 
erning this situation is that the members of the 
association, and the association itself, and the 
insurance companies connected therewith, claim 
that they are engaged in interstate commerce 
and cannot be regulated by the various States; 
and that this South-Eastern Underwriters As- 
sociation, in connection with the associations of 
this character and other insurance companies 
doing business in these States, has an agree- 
ment, understanding and combination between 
themselves and the various other insurance 
companies to fix arbitrarily rates, and that these 
various associations and companies are engaged 
in interstate commerce, as I am informed and 
verily believe, and that the South-Eastern Un- 
derwriters Association and other associations 
and companies in this territory on account of 
so fixing arbitrary, unreasonable, unlawful and 
ovpressive fire insurance rates, should be in- 
vestigated by the Federal Trade Commission 
and appropriate action taken against them. 
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better Service features. 


Stands for cAmerican cAgency System 








Home Office Builaings 


eee: find us constantly rearranging our facilities and adopting almost daily innovations in 


The reason for this is that every morning when we open for business we consider ourselves on 
a more advanced front. We do not rely on our past record and get ina rut. What we try 
to do is to attract Agents and business by the way we are doing things now and building for 
the future. The Maryland considers that the best way to keep well 
established is to re-establish itself every day by new 
and better Service. 


Maryland Casualty Company 


Baltimore 





Complete Protection for cAgents and their (lients 












































An Investment in FRrappiness 


—1ts a connection with the 
Philadelphia Life Insurance Company 


Every Representative has the Joy that 
comes from: 


1. Having The Thing That Will Sell--we 
have a great variety of policy 
contracts with very liberal features. 

2. Treatment That Makes Work Pleasant-- 
every Home Office official has the 
Fieldman's viewpoint--is helpful, co- 
operative, appreciative and under- 
standingly friendly. 

3. Opportunities To Get What You Earn-- 
liberal commissions and renewals. 
Contracts all direct. Non-Par pays 
same lst year as Par. Prospect- 
finding plan--Advertising aids, etc. 
Every help to help you sell. 

4. Knowing You Have a Lifetime Connec- 
tion-- many have been with us 10-15- 
20 years. We're young and growing 
rapidly--promotions from,the ranks. 


Address: Manager of Agencies 
A. M. HOPKINS 
111 No. Broad St. Philadelphia, Pa. 














A Peoria Life Agent’s Big Asset 


Among the fixed aims of the Peoria Life has always 
been this one: to make it worth a great deal to be able 
to say, “I am the Peoria Life Agent.’”’ Through its 
policy of “Service to Policyholders’” the Peoria Life 
has built up a good will of incalculable value to its 
representatives. 


In every community where the Company operates, 
when people think of the Peoria Life, they re- 
member how promptly its death claims are always 
paid—how its agents have rendered every assist- 
ance to the beneficiaries—how the settlements are 
approved and checks mailed within thirty minutes 
= receipt of proofs—often delivered before the 
uneral. 


The name of the Peoria Life suggests to the public 
the unusually liberal policies and benefit it pro- 
vides. It reminds them of its Free Annual Health 
Examination. They think of its friendly, helpful 
attitude,—its Policyholders’ Bulletins and ‘‘Policy- 
holders’ Month.”’ 


Every transaction deepens the impression that the 
Peoria Life is consistently giving life insurance 
service that is out of the ordinary. Such a 
favorable reputation for conscientious ‘Service 
to Policyholders” is one of the big assets of the 
Peoria Life agent. 


PEORIA LIFE INSURANCE COMPANY 
PEORIA, ILLINOIS 
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CASUALTY, SURETY AND MISCELLANEOUS 





THE 
OBSERVATION POST 








HEN the smoke of Senator Reed’s in- 

quisition regarding the prohibition 
amendment cleared momentarily the other day, 
it was brought out that the proponents of that 
measure had spent over $32,000,000 in trying 
to advance this cause. Furthermore, Assistant 
Secretary of the Treasury Andrews at pres- 
ent has a force of 4000 agents and a fund of 
$29,000,000 to enforce prohibition. Now, with- 
out discussing the pros and cons of the na- 
tional question, and purely from an insurance 
angle, we are inclined to wonder just how use- 
ful $29,000,000 and 4000 men might prove in 
stopping the mad career of banditry, robbery 
and other crimes to which the country has 
been subjected. It appears simpler to gather 
money to be spent in preventing citizens from 
drinking than to amass wealth to be paid out 
for the protection of citizens’ lives. 


E observe that Insurance Commissioner 

Hands, of Michigan, is not exactly in 
harmony with the surety and fidelity acquts:- 
tion cost plan evolved by the companies and 
sponsored by Insurance Superintendent Beha! 
Not only is he “not exactly in harmony” with 
the idea; he is diametrically opposed to it and 
has said so in no uncertain language. Some 
of the best brains in the insurance business 
presided at the birth of the scheme. It has 
been properly wrapped in the swaddling clothes 
of party conference and executive discussion, 
it has been fed by hand at the bottle of State 
approval and it has been nurtured with care 
during the period of its extreme youth. Now 
come the chill winds of sectional adversity to 
freeze its blood. We wonder how much of the 
territorial objection to the plan is due to the 
activities of the companies in the automobile 
city of the Wolverine State. 


J. C. ADDERLY IN RECEIVERSHIP 
Manager of Defunct Integrity Mutual 
Bankrupt 
Cuicaco, Itt., July 6.—The firm of Joseph 
C. Adderly, Inc, manager for the defunct In- 
tegrity Mutual Casualty of Chicago, has been 
placed in the hands of a receiver on triple pe- 
titions filed by Clarence F. Buck, receiver for 
the Integrity Mutual. William F. Zibell was 
named as the receiver by the United States Dis- 
trict Court. The Adderly firm also manages 
the Integrity Mutual Fire and the Ohio Millers 








Mutual Fire, the latter firm having just moved 
its head office from Chicago to Columbus, Ohio, 
and is still operating. 

The petitions set forth that the Adderly firm’s 
liabilities are approximately $200,000, while its 
assets will not exceed $15,000. The firm has 
discontinued business, and is said to have been 
disposing of its few remaining negotiable as- 
sets. Mr. Buck charges that the Adderly firm 
owes the Integrity Casualty $90,000 in pre- 
miums. Receiver Buck is now arranging to col- 
lect from the various States in which it operated 
the guarantee deposits maintained by the In- 
tegrity Casualty. 


W. M. REID MADE SECRETARY 


Promoted to Official Staff of Zurich 
General 


W. M. Reid, manager at San Francisco for 
the Zurich General Accident and Liability In- 
surance Corporation, Chicago, has been made 
secretary of the company in this country and 
will go to the Windy City to join the official 
staff. 

Edgar A. Fay, branch manager at Los An- 
geles, will take charge of the San Francisco 
office also and will have supervision over both 
Assistant branch managers at San Fran- 
cisco and Los Angeles will be appointed in 
accordance with arrangements worked out dur- 
ing the recent visit of home office representa- 
tives of the Zurich to this country. 


units. 


File Compulsory Auto Policy Forms in 
Massachusetts 


In preparation for the compulsory automo- 
bile liability insurance law which goes into 
effect in Massachusetts on January 1, 1927, 
fifty-five member companies of the Massachu- 
setts Automobile Rating & Accident Preven- 
tion Bureau have filed their policy forms for 
this cover. Two companies of the Bureau, the 
7Etna Casualty and Surety and the Hartford 
Accident and Indemnity, are not filing surety 
forms now. Two non-Bureau companies, the 


United States Guarantee and the National 
Union Indemnity, are licensed to write the 


business in Massachusetts. Claims: under the 
law must be established by court findings and 
are now payable as compensation claims. 








GETTING READY 





Reliance Casualty to Begin About 
July 15 





CHARLES F. LYNCH IS PRESIDENT 





Russell B. Taylor, Vice-President and 
General Manager, Is Experienced 
Executive 

The Reliance Casualty Insurance Company 
of New Jersey, which was organized in April 
of this year, at an organization meeting held 
in Newark, elected the following officers: 

Charles F. Lynch, former judge of the 
United States District Court, president; Rus- 
sell B. Taylor, for several yeirs past associated 
with the Zurich General Accident and Liabil- 
ity, vice-president and general manager, and 
Harry M. Biggin, treasurer of the North End 
Trust Company, secretary and treasurer. 

In addition to the officers, the directors are: 
Ernest H. Watson, vice-president of Chatham, 
Phenix National Bank & Trust Company: 
Charles H. Jones, chairman of the board of 
Charles H. Jones & Co.; William B. Lewis, 
president of the Oakdale Coal & Alamo Coal 
companies; John Enstice, president of. Enstice 
Bros. and chairman of the Safety Council 
Committee, City of Newark; Samuel P. Booth, 
president of the Interborough News Company, 
New York city; Walter D. Van Riper, judge 
of the Cammon Pleas Court of Essex County, 
and John F. Murray, director of Public Works, 
Citv of Newark. 

The company announces that it has leased 
the building at 14 Park Place, Newark, N. J., 
which is located immediately adjacent to the 
new Firemens Insurance building and the New- 
ark Athletic Club, where it will begin active 
business on or about July 15. 

In the meantime, it was stated at the organ- 
ization meeting that premiums aggregating ap- 
proximately $100,000 have already been writ- 
ten and the future prospects of the company 
appear to be very bright. 

Mr. Taylor, who is taking charge of the 
company’s affairs, is an insurance man of wide 
experience and the entire organization, most of 
which has already been gathered, is of insur- 





Desk Room and 
Private Offices 
Furnished to 
Brokers and 
Agents 





TO BROKERS 
We are Specialists in Accident and Health Insurance for Women 


THE MEACHAM AGENCY, Inc. 


Managers, Times Square Branch, Accident and Health Dept. 
INDEPENDENCE INDEMNITY COMPANY 
Times Building, Broadway and 42nd St., New York City Bryant 


Telephone { ae 
1363 
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ance men. The Reliance Company does not 
intend to enter the field on any but regular in- 
surance lines, but believes because of its per- 
sonnel and their experience, that, being in the 
field and concerned only in the writing of in- 
surance for the State of New Jersey it will be 
able to give the residents of the State most effi- 
cient service. 


Prominent Insurance Men Attended 
Vincent Cullen’s Celebration 
As was described in last week’s issue of THE 
Spectator, Vincent Cullen, vice-president of 
the Fidelity and Deposit Company, Baltimore, 
celebrated his fifth year in charge of the com- 


pany’s New York office by taking a party of 
friends on a boat trip to the crew races at 
Poughkeepsie. A practically complete list of 
the prominent brokers, general agents and com- 
pany men who were guests is as follows: 

J. Milton Baker, R. F. Murray & Bros.; 
Nelson Banks; R. DeF. Bayley, Clausen-Bay- 
ley & Karney; Samuel Brenner; Edward 
Brown, Frank B. Hall & Co.; W. A. Bullock; 
John R. Cahill; Vincent Cahill, Branleygran 
Co.; John F. Callaghan; W. H. Carpenter ; A. 
L. Carr; William Cheeks; Lloyd P. Chitten- 
den; C. F. Cizek, F. A. Sovak Goes iG. 
Clark; Joseph Cohen, Guggenheimer-Unter- 
myer & Marshall; William J. Colihan; E. W. 
Condon: Ira B. Conover; James T. Crane; 
Albert V. Crespi; H. A. Crosby; A. L. Diet- 








Another Birthday 


UNE marked the 36th anniversary of the 
organization of the Fidelity and Deposit 





Company of Maryland. As age goes, thirty- 
six years aren’t very many. Even so, the 
F & D’s history is practically a record of 
the growth and development of the surety 
business in this country. 


As they take on age and dignity great business 
organizations also acquire a personality. Some 
are cold, some are hard and some are kindly. 
If the F & D’s personality could be described 
in a word, that word would be, perhaps, 
“friendliness.” 


The F & D is and always has been eminently 
human. It retains today something of the 
spirit implanted in it by its founders, thirty- 
six years ago. They visualized not so much 
a business as an institution—strong, dig- 
nified, dependable—and an institution it is, 
not only in Baltimore and Maryland, but 
just as truly in the Middle West and on the 
Pacific Coast. 





Fidelity and Deposit Company 


Baltimore 


Fidelity and Surety Bonds and Burglary Insurance 


rick; John P. Donlon, assistant district attor. 
ney; George M. Dooneif; W. T. Dunn; S. x 
Eben; Henry Ericson, R. F. Murray & Bros, 
M. C. Feldman; Maurice Fieger ; Wm. J. Field, 
Douglas Schenck; Leo Fitzpatrick, the Kenny 
Agency; George V. Fogarty, Geo. H. Brain. . 
ard, Inc.; George H. Gaston; Samuel H. Geer: 
Gustave W. Gehin; R. H. Gilkey; A. L, 
Glaser; Robert Grauert; John A. Griffin: 
Charles Hagan; Walter Hagan; William 
Hagan; J. W. Hall; Wallace P. Harvey; John § 
F. Higgins, Clausen-Bayley & Karney; Joseph a 
F. Higgins; James Hoey; Joseph V. Hogan, 
Arundel Corporation; Elmer S. Hyde; Joseph 
A. Hyman, Hyman & McCall; George Irwin, 
Buckley & Horton; G. Harry Jackson; D, R 
James, Howard S. Tierney, Inc.; Jack Keegan, 
Auf der Heide Agency; Edward Keeler: John 
C. Kemp, John W. Thomas, Inc.; Walter 
Kent, Brown Crosby & Co.; Simon Klein: 
Saul Kornreich; Morton Lein, Chas. F 
Murphy, Jr.; Martin Lewis, Tower Rating 
Bureau; Chas Leebowitz. Reegen & Leebowitz: 
John C. Litt, Kenzel-Litt Corp.; John P. 
McCall, Hyman & McCall; Herbert McCooey; 
Hugh McGann; Harry Maas, Henry Sobel & 
Co.; D. Clinton Mackey; Louis May; Rudolph 
May; Eugene L. Meanley, R. C. Rathbone & 
Son; G. F. Munsen, McComber & Co.: Chas, 
F. Murphy, Jr.; Ellis Myerle, Ream-Wright- 
son & Co.; Paul Nicholson, G. L. Miller & 
Co.; James L. Nolan; John Nubel, United 
States Guaranty Co.; Francis M. O’Brien, 
O’Brien & O’Brien; L. E. O’Brien; Raymond 
A. O’Brien, O’Brien & O’Brien; James F. 




















COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 





ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWES - RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 
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O’Hea; W. M. Pettis; E. H. Prentice, Fox & 
Pier; Edward B. Rice; Edw. ‘Rice, Jr.; S. D. 
Robinson; Raymond Rorke; H. W. Schaefer; 
Samuel Scheller, Samuel Scheller & Co.; 
Douglas Schenck; Andrew Schneider; Harry 
Simon, Rothstein, Simon & Co.; Walter Sin- 
nett, Johnson & Higgins; H. J. Solon; Max 
Steiner; M. D. Steuer; F. J. Strauss; Robert 
Swanson, Kenny Agency; George C. Terry, 
Terry-Reeve & Co.; John W. Thomas; John 
A. Thomassen, Tate-Mayer & Co.; Howard S. 
Tierney, H. S. Tierney, Inc.; William E. 
Tracy, Chas. F. Murphy, Jr.; Edgar G. Van 
Wyck, Unqua Agency; A. A. Watkins; H. 
LeRoy Whitney, Douglas Schenck; W. F. Wil- 
son, Shiff Terhune; Frank C. Young, Kenzel- 
Litt Corp., and George S. Young. 


INCREASES CAPITAL 

Hudson Casualty Will Have $500,000 

Authorized and $250,000 Paid-Up 

The recommendation of the board of di- 
rectors of the Hudson Casualty Company of 
Jersey City that the authorized capital stock 
of the company be increased from $125,000 to 
$500,000 has been approved by the stockholders. 
The paid-up capital will be brought up to 
$250,000. 

The present paid-up capital of the company 
is $125,000, consisting of 12,500 shares. An 
equal number of shares of the newly authorized 
stock will be issued. Each stockholder will 
be entitled to subscribe for one share of the 
new stock for each share of the old held by 
him. The price to present stockholders will be 
$18.00 a share, the par value being $10.00. 
This will create an additional surplus of 
$100,000 and present shareholders will be 
given until August 15 to exercise this privilege. 
If at this date any of the new issue is not sub- 
scribed for, the stock will be offered to the gen- 
eral public at $20.00 a share. Subscribers to 
the new issue may pay for it in cash or may 
pay IO per cent down and 10 per cent monthly 
for nine months, with thereafter an interest 
charge of 5 per cent on the unpaid balance. 


Integrity Mutual Receiver to Press Suit 
Against Clearing House 
Cuicaco, I1u., July 3.—The damage suit 
of the defunct Integrity Mutual Casualty of 
Chicago for $5,000,000 against the Casualty In- 
formation Clearing House will be tried some 
time within the next few weeks. The suit was 
brought against the Clearing House a year or 
two ago, following the publishing of one of its 
reports unfavorable to the Integrity Mutual, 
and it is now up to the receiver for the In- 
tegrity Mutual to carry on the case. The 
Clearing House last week sought to force the 
Integrity’s attorneys to specify more clearly 
the several points on which the suit had been 
brought, but Federal Judge Carpenter over- 
ruled the motion, and instructed the attorneys 
for the Casualty Information Clearing House 
to answer the bill as it now stands. The suit, 
at present, takes on the status of an action for 
damages for alleged conspiracy rather than for 
libel. The defendants have thirty days in 

which to answer to the present declaration. 





CANADIAN A & H 


Premiums Were $2,780,174 in 
1925 





NEW GROUP PLAN 





Losses Amounted to 40.46 Per Cent of 
‘ Personal Accident Writings 

OrTrawaA, CANADA, July 6—The year 1925 
may be cosidered fairly satisfactory from most 
viewpoints among accident and sickness un- 
derwriters. There were a greater number of 
companies transacting these classes of busi- 
ness in 1925 than in 1924. 

The forms of policies issued are practically 
uniform in Ontario and the Western provinces. 
For these provinces the companies have issued 
policies containing the provincial statutory con- 
ditions printed as required and in order that the 
policies may still comply with Section 134 of 
the Insurance Act of Canada, 1917, are using 
an endorsement or rider amending the stautory 
conditions wherever necessary to include the 
more liberal provisions of the Dominion Act. 
For Quebec and the Maritime provinces where 
no provincial statutory conditions are required 
policies which comply with the Insurance Act 
of Canada, 1917, are in order. 

In accident insurance a change has been made 
in the figures called for by the annual state- 
ment form for 1925. Accident insurance by 
Aefinition in the Insurance Act of Canada in- 
cludes: (a) personal accident; (b) property 
damage; (c) employers’ liability and workmen’s 
compensation; (d) all other liability, and here- 
tofore classes (b), (c) and ‘(d) have been 
combined. For 1925 the figures for class (a), 
class (b) and classes (c) and (d) combined 
have been given separately and designated (1) 
personal accident, (2) employers’ liability and 
workmen’s compensation, and (3) all other. 

The experience last year on personal acci- 
dent insurance was satisfactory. The premiums 
amounted to $2,780,174, and losses were $1,124,- 
875, or 40.46 per cent of premiums. Employ- 
ers’ liability and workmen’s compensation losses 
were at a high level during the year. The 
premiums were $2,322,838, and losses were $1,- 
850,721, or 79.67 per cent of premiums. The 
experience on other liability was satisfactory. 
The premiums amounted to $757,884, and losses 
were $242,407, or 31.98 per cent of premiums. 

The combined accident and sickness insurance 
business was somewhat greater than for 1924. 
The premiums for the past year amounted to 
$1,464,601, and the losses were $721,388, or 
49.25 per cent of premiums. 

A new plan of group accident and sickness 
insurance has been recently introduced by a 
number of companies engaged in writing acci- 
dent and sickness insurance in Canada. The 
great advantage of group accident and sickness 
insurance is that the employees are constantly 
receiving evidence of the value of the protec- 
tion by reason of the many cases of disability. 
This insurance, which prpovides accidental 
benefits and gives a substitute for wages lost 
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on account of disability, appeals to all em- 
ployees. 

New business is being written for larger 
principal amounts and weekly indemnities than 
formerly, due to higher wages paid since the 
war; and the fact that the policyholder wants 
to bring his weekly indemnity for accident or 
sickness up to an average more nearly corre- 
sponding with his weekly earnings. 

The companies in general are more careful 
in selecting health risks than formerly, many 
preferring to be more particular about their 
acceptance than to increase the rates. 

Improvement along the lines of policy forms 
have taken place for the past few years and 
it is to be noted that more attention is being 
given this class of insurance by production 
managers ,with the result that the premium in- 
come is gaining each year. 


RADICAL COMPENSATION BILL 


St. Louis Building Trades Council Pre- 
sents Petition to Secretary of State 


St. Louis, Mo., July 11.—The long awaited 
radical labor compensation act for Missouri 
made its appearance at Jefferson City, Mo., on 
Monday, June 28, when Thomas J. McNamara, 
president of the St. Louis Building Trades 
Council, and Walter C. Nayfield, attorney for 
that organization, deposited with Secretary of 
State Becker initiative petitions purporting to 
contain the bona-fide signatures of 58,880 reg- 
istered and legal voters throughout the State. 

They are asking that the project be sub- 
mitted to the voters at the general elections to 
be held in November. 

The signatures were obtained in the first, 
second, third, fifth, sixth, eighth, ninth eleventh, - 
twelfth, thirteenth, fourteenth, fifteenth and six- 
teenth Congressional districts. The legal re- 
quirement for an election on the subject is the 
signatures of 45,890 voters. 

Secretary of State Becker will check up 
the petitions to ascertain their genuineness and 
sufficiency. 

The bill sought by McNamara and his allies 
calls for exclusive. State insurance and for 
compensation on the basis of 6624 per cent of 
the worker’s earnings, but not to exceed $30 
a week. 

The measure which was passed by the last 
legislature and signed by Governor Baker called 
for competitive insurance and fixed the maxi- 
mum compensation at $20 a week and the mini- 
mum at $6. 

It has been known for some time that this 
bill would be brought forward by the radical 
element in the labor movement and their allies 
among the rank of prominent damage suit 
lawyers. 

The bill is intended primarily to confuse 
the issue so that the voters generally will be- 
come confused when called upon to pass on 
two compensation bills, the result being that 
both measures will be killed. The act passed 
by the legislature has been submitted by ref- 
ernndum petition. It will also be voted on 
in November. 
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Anniversaries in our lives are peaks rising above the 
plane of our ordinary existence. From these mental points 
of vantage we look back upon the past for the lesson it con- 
veyed and into the future with hope that we will profit from 
our experience. 

Nations have their anniversaries and likewise should 
pause and contemplate the road they have traversed and, in 
turn, plan their future from the lessons of the past. 

In view of the restrictive attitude of our people as ex- 
pressed in the legislation of the past ten years, we should, 
at this time, reaffirm the principle upon which this nation 
was founded— 

“Life, liberty and the pursuit of happiness” was our goal 
and we should jealously guard this declaration of rights 
against the encroachment of restrictive laws. 
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From Gordon & Dunn, San Francisco, Cal. 


















What is the significance of Independe 
reminder of how priceless is freedom? 
assured freedom from tyranny, economic 
tude and also guaranteed our civil and r 
The founding of the Independence Cor 
fied economic strength and keen knowl 
business. Independence Day and Freed 
Companies and human relations are syt 
stand the test of ages. 
From Alfred G. Isenberg, H 


INDEPENDENCE is one word in the American Jan- 
guage that is pronounced just as it is spelled. It has no 
correlative. It has an historic significance second to no 
other word yet coined. 

When the Declaration of Independence was penned a 
new era was ushered in. It took men of vision, indomitable 








will and unfaltering faith to undertake the building of a 
new nation. 

As the eyes of the world are now centered upon Phila- 
delphia, its treasures, traditions, its symbolization of events 
so vital, so are the thoughts of Independence Agents cen- 
tered upon the “Company of Human Relations” and the 
men of vision, courage and faith who have established it. 

From L. W. Kingman “Company, Boston, Mass. 











e 











The past one hundred and fifty years have wrought great 
changes in the lives of men: From the Stage Coach to the 
Limited Train; from Sailing Vessel to Leviathan; from 
Town Crier to Wireless; from Pony Express to Air Mail; 
from Covered Wagon to the Motor Car; today, the age of 
expanding civilization and great achievements, made pos- 
sible by the struggles ‘and aspirations of our Forefathers. 
The courage and vision of those men who fought for our 
Independence and who sacrificed all for posterity has given 
us the greatest Nation on the face of the earth—America— 
the land of “Human Relations.” 
From William A. Osgood, Kansas City, Mo. 
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Declaration of Independence, which legally made the Colo- 
gave to us our birthright of created equal, life, liberty and 
right in pursuit of happiness. Our sense of freedom com- 
pels us to accept our stern responsibilities of honest citizen- 
ship, that our children may continue to enjoy equally the 
handed down to us. 

at greater proof could we have of our continued ap- 
ation of this freedom by our people than the willing 
sacrifice of life, limb, property and happiness, given during 
the late war for Independence. 

From Harold J. Buckle, Seattle, Wash. 
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The reflections and maxim of William P 
fications of a friend are quoted “A true 
freely, advises justly, assists readily, ac 
takes all patiently, defends courageously, 
friend unchangeably.” The Independence ¢ 
ized in Philadelphia have proved through 
their increasing fold of representatives and 
larging hosts of policyholders that they tyy 
is in worthwhile friendship through “Hy 
As the Declaration of Independence has 
for those fortunate to be under the Bann 
States so have the Independence Comps 
door to Independence for theit agents and 
pier all those who have dealt with them. 
From the Harmon Agency, 
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Philadelphia 








We at the New England Service Office are proud and 
glad to be part of an organization pervaded by a spirit of 
humanism and brotherly kindness. We feel that our Com- 
panies have been stimulated by the ideals of such noble men 
as sponsored our Declaration of Independence at Philadel- 
phia, which means “brotherly love,” 150 years ago; and 
we are keenly appreciative of our Companies’ aim to main- 
tain “human relations,” for business is after all not merely 
the exchange of commodities and dollars; it is equally im- 
portant to have a free and hearty interchange of good-will. 
Having been born of high ideals, as were these United 
States of ours, we likewise shall grow stronge rand stronger. 
In the words “INDEPENDENCE,” “PHILADEL- 
PHIA,” and “HUMAN RELATIONS” we have a mag- 
nificent trinity on which to build! 

From P.C Lewis. Resident Vice-President, Boston, Mass. 
























































s the significance of Independence Day, if not a 
of how priceless is freedom? That great event 
reedom from tyranny, economic oppression, servi- 
also guaranteed our civil and religious rights. 
anding of the Independence Companies also signi- 
mic strength and keen knowledge of insurance 
Independence Day and Freedom; Independence 
s and human relations are symbolical and must 
test of ages. 

From Alfred G. Isenberg, Worcester, Mass. 















We are told that the interests of the American Colonies 
were widely divergent, that repeated efforts of Colonial 
xi ae A 1 delegates to unite upon a common basis were fraught with 

==> disappointment, that only in laying aside selfish personal 
interests and then with open minds raising a united petition ——_ 
that they might be led in a great cause, it was then and then 
only that those delegates were able to issue a declaration of 
principles, the like of which the world had not seen. Again, 
after the long war, the period of reconstruction—only 
through the continued leadership of the Country's Father, 
who was a Father indeed, were they able, by uniting, to 
emerge from the disastrous post-war conditions. toe 
* From Parke-Hall § Co., Buffalo, N. Y. 





















It is particularly fitting that the “Independence” family 
should turn in grateful reverence on this one hundred and 
fiftieth anniversary of American freedom to a certain hal- 
lowed spot in the city of Philadelphia and contemplate the 
wisdom and courage of those forefathers who guaranteed to 
this posterity legal equality, inalienable rights, government 
origin by compact, political supremacy of the governed and 
the right of revolution to insure these fundamental purposes 
























and who, then and there, inaugurated a government free of 






tyranny and oppression and founded on the true basis of 
“Human Relations.” 






From Muckerman & Cushman, St. Louis, Mo. 

















Ve 





— the idealism of those of 1776 is still an 
urging force among us of 1926 is indicative of the 
spirit of service which happily lives and guides our 
business activities. In Independence ranks, we would 
emulate those who were responsible for the event of 
which we celcbrate the Sesqui-Centennial, and free our- 
selves from the tyrannies of selfishness and bigotry, that 
we may develop the unlimited possibilities of a busi- 
ness world guided by the spirit of Human Relations. 
Charles H. Holland, President 
The Independence Companies 
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R. W. Smiley Joins Metropolitan Casualty 

J. Scofield Rowe, president of the Metropoli- 
.tan Casualty Insurance Company, New York, 
announces the appointment of Ralph W. Smiley 
as director of publicity and advertising, effec- 
tive as of July I. 

Mr. Smiley comes to the Metropolitan from 
the Aztna Life and affiliated companies of 
Hartford, where for the last eight years he 
has been closely associated with W. L. Mooney, 
vice-president in charge of agency work. 

While in this capacity, Mr. Smiley’s time 
was devoted principally to formulating sales 
promotional and educational literature. He 
was the originator as well as the author of a 
considerable portion of the material contained 
in the supplements to the Aetnizer, which since 
1919 have been issued in bound volumes. He 
also had a prominent part in the planning and 
writing of the Etna’s national advertising 
campaigns. 

Prior to his connection with the ‘Etna, he 
was sales promotion manager of the Regal 
Shoe Company in Boston and from 1910 to 1914 
was on the staff of the Alexander Hamilton 
Institute, New York. 

Mr. Smiley is a gradaate of Harvard, 


Rates on Blanket Bankers’ Bonds 
Reduced 

A reduction of Io per cent in premium 
charges for bankers’ and brokers’ blanket 
bonds, effective as of April 9, 1926, the Towner 
Rating Bureau announces. After several con- 
ferences between the surety members of the 
bureau and the legal representatives of the 
bankers and brokers, this rate revision was 
decided upon and was based on the experi- 
ence of all companies over a period of three 
years, during which time very heavy losses 
were assimilated. 

The Towner Bureau has formally filed its 
new rates with the insurance department and 
they have been approved. Its action in mak- 
ing this readjustment was entirely a volun- 
tary one and was not made upon any request 
of the insurance department. 





Great American Indemnity Shows Big 
Deficit 

Cuicaco, Itu., July 6—The Great American 
Indemnity of Mansfield, Ohio, which was taken 
over for examination by the Ohio Insurance 
Department several weeks ago on the grounds 
of insolvency, has been found on examination 
to be facing a deficit of more than $100,000. 
Henry R. Endley, general manager of the com- 
pany, had contended hotly when the examina- 
tion was ordered that the company was solvent 
and bitterly opposed the investigation. 

Aside from the deficit a number of serious 
irregularities on the part of the management 
were disclosed, according to Harry L. Conn, 
Insurance Superintendent of Ohio. More than 
$40,000 in claims which were carried on the 
books as paid were found to be unpaid. An- 
other disclosure was made in connection with 
the annual statement, which declared $36,948 
cash on hand when there was actually only 
$3,304 in cash. 




















Casual Casnalty Comments 











Frank M. Hall, associate manager of the 
Pacific Coast department of the Globe Indem- 
nity Company, Newark, has been appointed 
resident vice-president at San Francisco by 
President A. Duncan Reid. David Duncan, 
also associate manager, becomes resident man- 
ager for the Pacific coast. 

Alfred J. Rowland has been appointed 
manager of the Brooklyn, N. Y., branch office 
of the United States Fidelity and Guaranty 


rary charge of the division for some time past. 

The Tremont Underwriting Agency has 
been appointed borough representative in the 
Bronx, New York city, for the Standard Ac- 
cident Insurance Company of Detroit. The 
announcement was made by Eugene F. Hord, 
vice-president. 

Edward I. Taylor has been made senior 
assistant secretary of the Century Indemnity 
Company, Hartford, and J. G. Hasselbrack 
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Insurance Brokers— 
44Profit By Our 
National Advertising 


In leading newspapers all over the United States 
and Canada, Credit Insurance is advertised, week 
in and week out, to thousands of Manufacturers 
and Jobbers. This is one reason why 


AMERICAN CREDIT INSURANCE 


is growing so rapidly year after year—and why it 
is to the advantage of the general broker to co- 
operate in the writing of our policies. Maybe you 
ought to investigate the great protective service we 
render to our many policy-holders; safeguarding 
their resources absolutely against bad debt losses, 
providing them with efficient collection facilities, 
etc. 


General Insurance Brokers, \ook into the sell- 
ing possibilities of American Credit Insurance. 
While our regular agents are necessarily trained 
credit insurance specialists, still we have a plan by 
which you can co-operate with us to your definite 
profit. Check up and see if your present clients are 
protected by Credit Insurance. Then get the full 
details of our interesting proposition by writing 
or phoning any of our offices. 


CThe AMERICAN 


CREDIT~ INDEMNITY Co. 
OF NEW YORK J. F.M¢ FADDEN, presipent 
Offices in all leading Cities: 


New York, St. Louis, Chicago, Cleveland, Boston, 
San Francisco, Philadelphia, Baltimore, 
Detroit, Atlanta, Etc. 
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y, Baltimore. He has been in tempo- has been elected junior assistant secretary. 
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Miscellaneous Insurance 











FIRE 


Breach of sole ownership clause is a com- 
plete defense. That insurer or its agent had 
notice before loss of a breach of sole own- 
ership and fee title condition does not con- 
‘stitute a defense. A new contract to insure 
‘not pleaded, does not warrant recovery. 
Policy was issued in name of Muira cover- 
‘ing the dwelling house for the amount of $3500 
and the furniture for $1000. Title to the land 
‘upon which the dwelling stood was in the name 
of a third person, who had contracted to sell 
the property to a corporation of which Muira 
was president at one time—and this corpora- 
tion had taken possession under its contract of 
purchase. 

Prior to the fire, Muira had a conversation 
with the defendant’s agent, discussing some 
changes in the policy, and in this conversation 
informed the agent for the first time of the 
true state of the title. The agent made a 
notation of the proposed changes to the policy 
on his office records but, before he secured a 
return of the policy from the bank, the prop- 
ertv burned. Held, that the breach of the sale 
ownership clause was a complete defense to 
the policy. Proof that the defendant had notice 
of true condition of title was immaterial, as 
a waiver cannot be inferred from mere silence 
or inaction on the part of the insurer. 

It may be that the conversation between 
Muira and the defendant’s agent amounted to a 
contract to insure. But even if this were so, 
no such new contract was pleaded. 

Judgment for plaintiff reversed. 


Boston Insurance Co. vs. Hudson (Circ. Ct. 
of Apps., Ninth Circ.), 11 Fed. Rep. (2nd) 
oor. 





BENEFIT 


The insurer’s delay in tendering back 
premiums after proof of loss put it upon 
inquiry, held unreasonable. Parole evidence 
of contents of birth page of Bible, properly 
excluded. 

The insured was under 16 years of age at 
time the insurance certificate was issued to him. 
Under the policy, the appellant-insurer would 
have a right to have the certificate of insurance 
surrendered upon tendering back to total 
amount of all premium moneys ‘received. The 
policy also provided that any untrue or fraudu- 
lent statement violated the policy. 

The beneficiary made proof of death on 
October 12, 1918, which stated that insured 
was born on February 26, 1808. The insurer 
did not tender back the premium until March 
I, 1919, or 140 days after the proof of death 
was filed. Held, that the delay in tendering 
back the premiums was unreasonable. Upon 
appeal, appellant also contended that fraud was 
alleged, and that upon proof of actual fraud 


the premiums need not be returned. However, 





the insurer alleged in four different paragraphs 
of the complaint that it had tendered back the 
premiums received and that it had ever since 
been ready and willing to return the premiums 
As the defendant tried the case on the theory 
that it was required to make a tender, it can- 
not now argue on appeal, for the first time, 
that a tender was not necessary. 

No error was made in excluding parole evi- 
dence of the contents of the birth page of ap- 
pellee’s Bible The Book was in the court and 
in the hands of appellant and the Book itself 
was the best evidence of its contents. 

Supreme Tribe of Ben Hur vs. Bostian, 
151-N.E. Rep. 346 (Appell. Ct. of Indiana). 





BOILER EXPLOSION 


Meaning of word “explosion.” 
liable only for direct damages. 

The policy agreed to indemnify the assured 
in the event of boiler explosion for loss or 
damage directly caused thereby. In the policy 
the word “explosion” was defined as a “sud- 
den rupture or sudden collapse of a boiler or 
of its furnace or other parts, caused by pres- 
sure of steam.” 

The front head of the boiler was fastened by 
rivets and, on the lower part, the rivets had 
been so drawn from their position as to enlarge 
the holes in which they fitted. Because of 
water dripping into the inside of the boiler 
from these holes, a bulge was formed at the 
bottom of the boiler which caused an accu- 
mulation of sediment at that point. This caused 
a pressure of steam against the boiler head 
and caused the drawing of the rivets or bolts 
from the front boiler plate. 

The plaintiff claimed that this situation con- 
stituted an explosion under terms of policy and 
made the insurance company liable not only for 
repairs in sealing the rupture in the boiler 
head but also for repairs in correcting the 
bulge or bay beneath. 

Held, that the breaking apart of the boiler 
head was a rupture within the meaning of the 
policy, but the repairs to the lower part. of the 
boiler caused by the bulge downward was not 
damage due to explosion. The company is 
liable only for damage directly caused by the 
parting of the rivets on the boiler plate. Judg- 
ment affirmed. 

Cleveland Drop Forge Co. vs. Travelers In- 
demnity Co. (Sup. Court of Ohio), 151 N.E. 
Rep. 671. 


Insurer 


LIFE 


Brotherly affection and reciprocal help and 
aid are sufficient to constitute an insurable 
interest. Jury may consider testimony as to 
insured’s good character and honesty in 
determining whether fraud has been prac- 
ticed on insurer. Agent’s knowledge of re- 
moval of bump from insured’s face is im- 
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By Joseph G. pad of the New York Bar G 








puted to insurer, and question of insurer’s 
waiver thereof, held to be properly submitted 
to the jury. 

Action was brought upon a policy of life in- 
surance in the amount of $1000. The defense 
was fraud on the part of the insured in falsely 
answering certain questions propounded to him, 
that prior to issuance of policy the insured 
had the fatal and malignant disease of cancer, 
and that the policy of insurance was a wager- 
ing contract, as the beneficiary, being a brother 
of the insured, had no insurable interest in 
the life of the insured. 

Held, that the relation between the brothers 
was marked by brotherly affection and recip- 
rocal and that this is sufficient as a general rule 
to give an insurable interest in one another. 
Further it appears that the general agent of 
the company knew that the policy was to be 
taken out on the life of the insured and made 
payable to his brother as beneficiary and did 
not object. 

In his answers to questions on the applica- 
tion, the insured stated that he had never un- 
dergone a surgical operation. Early in 1922, 
a doctor removed a small growth from the in- 
sured’s face—but it did not appear to be can- 
cer. There was no testimony to prove, how- 
ever, that the insured knew that he had can- 
cer. It was plainly a question of fact for the 
jury to say whether the defendant answered, 
“no,” to defraud the insurance companies. A 
number of witnesses testified as to good char- 
acter of the deceased; it was proper for the 
jury to take this into consideration in deter- 
mining whether fraud had been committed. 

The agent of the defendant testified that he 
knew that a growth of some kind had been re- 
moved from the face of the insured. The 
agent’s knowledge of these facts was imputed 
to the insurance company and the question of 
waiver by the insurance company was properly 
submitted to the jury. All questions of fact 
were properly submitted to the jury for their 
determination and there is no reason why their 
verdict shall not be sustained for the plaintiff. 


Rogers vs. Atlantic Life Ins. Co. (Supreme 
Ct. of S. Carolina), 133 S.E. Rep. 215. 


LIVE STOCK INSURANCE 


Treatment of race-horse held to be an 
“operation” within language of policy, reliev- 
ing the insurer from liability. Value placed 
on race-horse, held not misrepresentation, 
because exorbitant. 

Two actions were brought against defendant, 
the first on a draft for $23,000, issued in pay- 
ment of a policy on a horse, named Flintstone, 
which was dishonored; the second on a policy 
of insurance for $15,000 on a horse named 
Wheaton. 

In the latter policy was a clause relieving 

(Concluded on poge 25) 
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Fidelity Phenix Fire Ca States Fire National Fire of 











GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


25 SPRUCE ST. NEW YORK 











of New York of New York Hartford 
ere of Hart- National Liberty of New Amsterdam 
New York Casualty Co. 
Standard of New State of Penn. Indemnity Company 
ork a e of New of America 

National Union of York 

burgh BROKERS’ LINES SOLICITED 

Actuarial 





SANBORN & SLOAN, Ltd. 


AUTOMOBILE INSURANCE 
ADJUSTERS 


Anywhere in Province of Ontario, Canada 
401 ROYAL BANK BLDG., TORONTO, ONT. 

















Established 1865 by David Parks Fackler 
EDWARDB. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 
Consulting Actuaries 


Audits Calculations Consultations 
Examinations Valuations 


50 BROAD STREET NEW YORK 


SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 








Statisticians 




















MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


Bar Building, 36 W. 44th St. 
NEW YORK 


COPELAND and COTHRAN 
CONSULTING ACTUARIES 


Southeastern Trust Building 
ATLANTA, GEORGIA 

















Woodward, Fondiller and Ryan 
CONSULTING ACTUARIES 


Actuarial, Statistical and Accounting 
Service in All Branches of Insurance and 
for Pension Plans: Office Systems and 
Reorganization. 


75 Fulton Street New York 


E. L. MARSHALL 
CONSULTING ACTUARY 
Hubbell Building 
DES MOINES, IOWA 


Underwriters 
Statistical 
Bureau, Inc. 





We render complete statistical service and 
relieve you of the pressure of annual statement 
filing. 

We are also equipped to prepare cancellation 
and reinsurance schedules, or handle any job 
where the use of tabulating machines or comp- 
tometers is desirable. 


Phone: BEEKMAN 1461 
81 Fulton St. New York City 























DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 


T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA. 











A.SIGTENHORST,F.A.I.A. 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 


F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 
BURNS & SPEAKMAN, Certified Public Accountants 


THE BOURSE PHILADELPHIA 

















JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 

LIFE INSURANCE—Ordinary, Intermediate, 

roup, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 

Cable Address: Gertract, New York 


165 BROADWAY NEW YORK CITY 


ABB LANDIS 
CLARENCE L. ALFORD 


Consulting Actuaries 


INDEPENDENT LIFE BLDG. 
NASHVILLE, TENNESSEE 

















HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
OMAHA DENVER DES MOINES 





L. A. GLOVER & CO. ’ 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 


(Now Ready) 


INDUSTRIAL LIFE 
INSURANCE 


New edition, revised and enlarged 


HISTORY, STATISTICS, PLANS 
CANVASSING HELPS and SUGGES- 
TIONS 


A valuable book devoted to the service 

of those engaged in a most important 

branch of life insurance service. 
INDUSTRIAL LIFE INSURANCE 


sets forth the history of the business, 
explains its problems and tells agents how 
to conduct and increase their business. 


It is 
A Guide to the System of Industrial 
Life Insurance 


A Source of Inspiration and Helpful 
Hints 


A Reliable Text Book 
PRICE $3.50 


Liberal Discount on 
Quantity Orders 


THE SPECTATOR COMPANY 








CHICAGO NEW iene 
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INSURANCE STOCK QUOTATIONS 
All Bids and Quotations Subject to Con- 
firmation 
The following quotations, as of July 6, 1926, 
are from reliable New York and Hartford stock 
houses and if any of our readers are interested 
in stocks not appearing in this list, the Re- 
search Bureau of THE SPECTATOR will endeavor 
to give to any correspondent whatever infor- 

mation may be desired. 

It can be readily understood that these quo- 
tations are not firm, due to the fluctuation of 
the market and are only intended to indicate 
the activity of their trading: 

Bid Offered 


Agricultural 

Ralph B. Leonard & Co., N. Y..... 240 265 
Aetna Insurance (Fire) 

Conning & Co, Hartford .......... 540 550 

Gilbert Elliott & Co., N. V........ 540 550 

Roy T. H. Barnes & Co., Hartford. 535 550 
Aetna Casualty a.nd Surety 

Conning & Co., Hartford.......... 725 ae 

Roy T. H. Barnes & Co., Hartford. 725 750 
Aetna Life Stock 

Conning & Co., Hartford.......... 680 685 

Gilbert Elliott & Co., N. Y........ 675 690 

Roy T. H. Barnes & Co., Hartford. 670 685 
Aetna Life (Full Paid Receipt) 

Conning & Co., Hartford. ......... 675 685 

Gilbert Elliott & Co., N. Y........ 675 685 
Alliance Fire 

McCown & Co., Phila. & N. V..... 45 48 
American Alliance 

Gilbert Elliott & Co., N. V........ 290 310 

Ralph B. Leonard & Co., N. Y..... 305 315 
American Surety 

Gilbert Elliott & Co., N. ¥Y........ 187 197 

Gude, Winmill & Co., N. Y........ 183 187 
Automobile Insurance 

Conning & Co., Hartford.......... 280 310 

Gilbert Elliott & Co., N. V........ 290 ree 

Roy T. H. Barnes & Co., Hartford . 290 310 
Camden Fire 

McCown & Co.. Phila. and N. Y... 1314 1444 
Carolina Insurance 

Gilbert Elliott & Co., N. ¥........ 27 30 
City of New York 

Gilbert Elliott & Co., N. V........ 285 295 

Ralph B. Leonard & Co., N. Y..... 290 300 
Connecticut General Life 

Conning & Co., Hartford.......... 1700 1750 

Roy T. H. Barnes & Co., Hartford. 1700 1750 
Continental 

Gibert Hiliott & Co., N. VW... ....% 130 134 

Gude, Winmill & Co., N. V........ 130 133 

Ralph B. Leoncrd & Co., N. Y..... 130 133 
Fidelity Phenix 

Gilbert Elliott & Co., N. V........ 188 192 

Gude, Winmill & Co., N. V........ 187 190 

Tee. ee. es, & Can Wok seve 188 192 

Ralph B. Leonard & Co., N. Y..... 188 191 
Fire Ass’n of Philadelphia 

McCown & Co., Phila. and N. V... 53 55 
Franklin Fire 

Gilbert Elliott & Co., N. Y........ 170 178 

McCown & Co., Phila. and N.Y... 172 178 
Globe & Rutgers 

Gilbert Elliott & Co., N. Y.......- 1425 147. 

J. K. Rice, Jr., & Co., N. V......- 1485 1520 

Ralph B. Leonard & Co., N. Y..... 1425 1475 
Great American 

Curtis & Sanger, N. Y..........0- 284 287 

Gilbert Elliott & Co., N. V.......- 284 287 

iP, Mee Oe, Je, Se CO, Nos os.cc a's 287 290 

Ralph B, Leonard & Co., N. Y..... 284 286 
Hanover Fire 

Gilbert Elliott & Co, N. V........ 185 195 

Js tee, Ce, Je. & Can, Ne Wa vcccce 183 188 

Ralph B. Leonard & Co., N. Y..... 185 190 
Hartford Fire 

Conning & Co., Hartford.......... 525 535 

Roy T. H. Barnes & Co., Hartford. 525 535 
Hartford Steam Boiler 


Conning & Co., Hartford.......... 685 Tis 
Roy T. H. Barnes & Co., Hartford. 675 ao 
Harmonia 


Us eee Ie; Se Coin Ne Mio cis soc 47 53 
Home Insurance 

Curtis & Sanger, N. Y..........0¢ 349 353 

Gilbert Elliott & Co.,N. ¥........ 350 355 

Pe des RICE. IP, 6 COs, Ne Mic e.0 scans 348 353 

Todd & Leonard, N. Y...........- 350 355 
Homestead 

Je Bee RACE, Tt.) Oi COn Ne Vise 35:9: 5 7 30 

Gilbert Elliott & Co., N. Y........ 27 31 
Importers & Exporters 

Curtis & Sancer, N. Vi... 6. s.0e0ce 65 7 
Insurance Co. of North America 

Gilbert Elliott & Co., N. Y........ 52 54 

Ralph B. Leonard & Co., N. Y..... 52 54 


Insurance Securities Co., Inc. 
(Union Indemnity Group) 


Gilbert Elliott & Co., N. Y........ 19 21 
Maryland Casualty 
Curtis & Sanger, N. Y...........- 95 97 


Milwaukee Mechanics 
Curtis & Sanger, N. Y............ 33 35 


Ralph B. Leonard & Co., N. Y..... 32 34 
National Fire 

Conning & Co., Hartford.......... 705 715 

Roy T. H. Barnes & Co., Hartford. 695 715 
National Surety 

Curtis & Sanger, NN. WV. ... ccc cess 229 223 
New Jersey Fire Ins. 

Gilbert Eliott & Co., N: ¥........ 33 “83 
New York Casualty 

Gilbert Elliott & Co., N. Y........ 101 105 


Northern Insurance 
Ralph B. Leonard & Co., N. Y 


Pacific 

Ec le. Mige, Ve., & Can Ni oe oe ds 100 110 

Gilbert Elliott & Co., N. Y........ 100 110 
Philadelphia Life 

McCown & Co., Phila. & N. Y..... 13 15 
Phoenix Insurance Co. 

Gilbert Elliott & Co., N. Y........ 555 575 

Conning & Co., Ha-tford.......... 565 575 

Roy T. H. Barnes & Co., Hartford . 569 80 
Prov.-Wash. 

Ralph B. Leonard & Co., N. Y..... 305 315 
Reliance Ins. 

McCown & Co., Phila. and N. Y... 21 23 
Stuyvesant 

Gilbert Elliott & Co., N. Y........ 213 218 

Ralph B. Leonard & Co., N. Y..... 215 220 
Travelers Insurance 

Gilbert Elliott & Co., N. Y........ 1205 1220 

Conning & Co., Hartford.......... 1205 1215 

Roy T. H. Barnes & Co., Hartford. 1205 1225 
U. S. Fid. & Guar. 

Gilbert Elliott & Co., N. Y........ 197 201 
U. S. Fire 

Gilbert Elliott & Co., N. V........ 139 145 
U. S. Merchants and Shippers 

Gilbert Elliott & Co., N. Y......... 245 255 
Victory Insurance 

McCown & Co., Phila. and N. Y... 21 23 
Westchester Fire 

Curtis & Sanger, N. We . cscs ceces 45 46 

Gilbert Elliott & Co., N. V........ 44% 45% 

Ralph B, Leonard & Co., N. Y..... 4414 454 


W. W. Mack Dead 
(Concluded from page 7) 
The sorrow at his too early death has a scope 
far beyond the circle of insurance journalism. 


We, the members of the craft that his char- 
acter and activities adorned, here record our 
profound sorrow in the loss of one beloved for 
his personal qualities and esteemed for his 
unusual abilities in the work to which he de- 
voted his life. 


We express our deepest sympathy to his 
mother, his widow, his daughter, his brother 
and to the staff of the Weekly Underwriter. 


Resolved, That a copy of this minute be 
engrossed and sent to his family in order that 
they may know the esteem in which his friends 
and contemporaries held Wilfred Whaley 
Mack. 

Funeral services were held Friday afternoon 
at the home of the deceased in Upper Mont- 
clair, N. J. The services were conducted by 
the Reverend Thomas Travis, pastor of the 
Watchung Avenue Congregational Church, 
assisted by the Rev. T. B. Douglas, assistant 
pastor of the Union Congregational Church of 
Upper Montclair. The pallbearers were: 
Brigadier General S. H. Wolfe, Horatio N. 
Kelsey, C. W. Pierce, Bayard P. Holmes, 
William S. Crawford and Charles F. Howell. 
Interment was at the Mt. Hebron cemetery, 
Montclair. 


Segregates Insurance Stock Business 

The New York Stock Exchange firm of 
Todd & Leonard, 26 Broad street, has made a 
segregation of its listed securities and bank and 
insurance stock business. The former will be 
conducted under the name of Gordon B. Todd 
& Co., while the Bank and Insurance stock 
division will operate under the name of Ralph 
B. Leonard & Co. There is no change in ad- 
dress. 





LUTHER B. LITTLE INJURED 
Breaks Leg on Golf Course in Extraordi- 
nary Accident 

Luther B. Little, publications manager of the 
Metropolitan Life Insurance Company, broke 
his leg while playing golf at the Scarsdale 
Country Club last Thursday afternoon, in a 
most extraordinary accident. Having played 
seventeen holes, Mr. Little was making his 
way along a path to the eighteenth tee, when 
he slipped down some steps, falling heavily. He 
was carrying a golf ball in his pocket and fell 
upon it, causing a fracture of the left leg. 

Mr. Little was removed to the Lawrence 
Hospital in Bronxville where his injury was 


X-rayed. He is reported to be resting fairly 
comfortably. 


Before his connection with the Metropolitan,. 
Mr. Little was a newspaper man of wide repu- 
tation. He was active in politics, having been 
secretary of the Republican State committee 
and one of the founders of the old “Amen 
Corner.” 


Insurance Decisions 

(Concluded from page 23) 
the insurer of liability if, without its consent, 
the horse was “subjected to an operation of 
any kind.” Wheaton was given the treatment 
known on the race track as firing. This treat- 
ment was given to destroy an incipient exostosis 
of the ankles and involved puncturing the skin 
of the fore-legs with a heated metal instru- 
ment to set up a counter irritant. On Aprif 
29 the treatment was given and the horse died 
on May 21 of septicaeraia which has fastened 
itself upon some of the vital organs. 

The case was allowed to go tto the jury, who: 
gave a verdict for plaintiff, but on appeal, it- 
was held that the treatment given amounted 
to an operation and rendered the policy void. 
The trial court should have directed a verdict 
for the defendant. 

Flintstone was purchased by plaintiff in 1923 
for $8000 and until May 3, 1924, won in purses 
between $16,000 and $18,000. On that day, he 
started in a race but, before finishing it, broke- 
down in the right front leg. The breakdown 
was so complete that it was necessary to de- 
stroy the horse. 

The defenses were that the horse was not in. 
proper physical condition to make the race and 
that plaintiff had fraudulently concealed the - 
condition of the animal in applying for the pol- 
icy. Held, that these issues were properly 
allowed to go to the jury. It was also claimed : 
that an exorbitant value was placed on the ani- 
mal by the plaintiff. Held, however, that this 
was a matter of opinion and, so far as the rec- 
ord shows, honestly made and not a misrepre- 
sentation of fact. 

Further the court’s definition of “sickness” 
and “injury” so as to exclude slight indisposi- 
tions or temporary derangements was not im- 
proper. Judgment affirmed on the Flintstone 
policy. 

Hartford Live Stock Ins. Co. vs. McMillen 
(Cire. Ct. of App., Sixth Circ.), 9 Fed. Rep 
2nd, 961. 
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ly Premium plan. 





Same Rates for Males and Females. 


Males and Females alike. 


B. R. NUESKE, President 





Double Indemnity and Monthly Disability Income features for | | | 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


We have openings in Ala., Ark., Dela., D.C., Fla., Ga., Ill., Ia., 
Kans., Md., Mich., Minn., N. M., Okla., S. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY =e Res ri] Merchants 
of CHICAGO, ILL. : 


The Company has its Home Office in its own building at 166 W. Jackson Blvd. running through Euchange 
Quincy and Wells Street, right in the heart of Chicago’s Financial District. 


Our Agents Have 


A Wider Field— 
An Increased Opportunity Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children un a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 


Participating and Non-Participating Policies. 
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HOW DOES THIS STRIKE YOU? 


The Golden Rule Agent’s Contract has been Revised and Improved 
60% graded and one renewal right off the bat. 
5% extra for cash. 
Bonus and additional renewals for volume. 

Five renewals of 5% for a volume of $25,000 paid personal 
production in any agency year. 

$1.00 per thousand bonus and 10 renewals for $50,000 
$2.00 per thousand bonus and 10 renewals for $100,000 
$3.00 per thousand bonus and 15 renewals for $300,000 
$4.00 per thousand bonus and 15 renewals for $600,000 


AUTOMATIC PROMOTION—VESTED RENEWALS— 
UNRESTRICTED TERRITORY AND THE RIGHT 
TO APPOINT OTHER AGENTS 
Their volume is combined with yours, and YOU receive the 
bonus and renewals for which you qualify and they fail to 

qualify on their business. 
There is our whole wonderful agency proposition in a nut shell. 


The Policies You Would Sell Are Equally Attractive. 

You have heard of Perfected Endowments which are 
Ordinary Life with endowment additions and return the savings 
in addition to the face of the policy in the event of death. You 
should also investigate. 

THE PREFERRED RISK $5,000.00 SPECIAL 


Ordinary Life—$5,000—Age 35—Premium...... $106.50 
Dividend $17.25—First Year Net Cost.......... 89.25 
or. $17.85 per thousand. (Contingent upon payment of the second premium.) 


Y Compare our net cost with that of your favorite company or 
with Government Insurance. You have a surprise coming 


AND THE ENDIS NOT YET! 


The Columbus Mutual Life Insurance Company 
580 East Broad St., Columbus, Ohio 
C. W. Brandon, President D. E. Ball, Vice Pres. & Sec’y. 














HE WON’T SAY THAT 


He won’t say—‘‘Not interested,’’ if you have 
preceded your call by a series of thought pro- 
voking letters. 


He won’t say—‘‘I can’t see your proposition,”’ 
if you have illustrated your service at work by 
the use of graphic pictures. 


These are a few of the time=wasting objections 
that are overcome by the effective circularizing 
system of The Lincoln National Life. 














The Lincoln National Life 


Insurance Co. 
“Its Name Indicates Its Character” 
Lincoln Life Building, FORT WAYNE, IND. 
More Than $425,000,000 in Force 
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Kstablishing New Production Records 


The marathon fad among life insurance 
agents seems to have faded out of vogue, grad- 
ually and unnoticed. Its passing is fortunate 
for the business. Record after record in 
monthly and daily writing was smashed dur- 
ing an amazing series of feats, the recounting 
of which kept the news writers on insurance 
publications busy for a year or so. The stories 
made interesting reading. Probably this is the 
most valuable result obtained from the entire 
succession of production stunts. 

What are the objections to anyone’s trying 
to top someone’s else big record? 

For the average individual they are these: 
Time off from regular soliciting is required 
to plan the drive, to arrange the preliminaries, 
and to advertise the agent’s purpose to his 
community. During the period set apart, the 
agent is likely to neglect everything else, in- 
cluding proper attention to his old business. 
Most intensive effort, which is absolutely neces- 
sary, takes a heavy toll of physical strength 
and mental energy. The conclusion of the 
drive is likely to leave the agent fatigue in 
body, jaded in mind. An enforced rest or, at 
best, a period of lassitude is a probable con- 
quence. Finally, realizing that he has accom- 
plished his utmost, the agent is deprived of the 
incentive to keep on trying to better his own 
record. 


Acency Directors AND AGENTS SHOULD Stop 
AND THINK 

These are considerations which should im- 
pel any ambitious producer to hesitate before 
undertaking a production marathon; they should 
be weighed by the thoughtful agency director 
before he encourages such a purpose. 

There are other and serious objections to 
high pressure methods of writing life insur- 


By WiLtiAM THORNTON 


ance. During the drive, the agent’s prime ob- 
ject is to close business—get applications, and 
more applications. He has no opportunity to 
analyze his prospects’ needs for protection in 
advance of the interview. Because he must 
hurry on, in order to swell the increasing 
number of applications, the interview itself 
is short, leaving little time for a discussion of 
such needs. Too often the appeal is grounded 
on personal friendship, or civic pride, rather 
than centering around a real motive for buy- 
ing. This is diametrically opposed to every- 
thing that has been written during the last 
seven or eight years about scientific salesman- 
ship as applied to life insurance. We have 
been told times out of mind that insurance 
should be sold to meet a specific purpose, to 
fill a definite economic or sociological need. 


Wuat WILL THE Harvest BE? 

If one could obtain the persistency record 
of the entire mass of written business result- 
ing from that amazing series of marathons, it 
would make a more interesting and, withal, a 
more enlightening news story than the most 
vivid and colorful account of any of the titanic 
production feats heretofore printed. 

If one, relentlessly driven by ambition wishes 
to make a record, why does he not sanely allot 
a year in which to do it? In this way, he has 
sufficient opportunity for careful and _ intelli- 
gent planning, he may work leisurely, yet none 
the less persistently and regularly, rather than 
under stress of high tension. He has ample 
time to see that the insurance needs of his old 
policyholders are served, as these needs arise. 

After all, what should concern every agent 
more than surpassing some one else is better- 
ing his own record year after year. To para- 
phrase a well-known scriptural text, the agent 
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who seriously sets about to do this will grow 
in accomplishment as he grows in age. 


Buying Habits Change When Pay Is 
Increased! 


A unique advertisement appeared recently in 
some of the popular magazines, in which one of 
the recognized weaknesses of the average Am- 
erican family was vividly portrayed. In effect, 
this advertisement offered one of the most di- 
rect and splendid arguments possible in favor 
of life insurance. 

The advertiser rather strikingly illustrates 
what happens in millions of American homes 
when the first big raise in salary comes by 
stating that- with increased income, living ex- 
penses also take a jump upward. This upward 
turn in the expenses is due, in a large measure, 
to a perfectly normal impulse, on the part of 
the individual, to think and talk for a few 
moments of saving all of the increased income 
and then to spend hours discussing how nice 
it would be to have a new automobile, some 
new furniture or innumerable possessions con- 
sidered essential to the life we live today. And 
in most cases the increased income is not saved 
but used to purchase the much-coveted posses- 
sions. 

If it is true, as this advertiser would have 
us believe, that at four particular periods in 
life a man’s buying habits undergo sharp 
changes, then it would also follow that a man’s 
life insurance needs change and increase at 
these same periods. These fundamental changes 
of purchasing power are supposed to occur 
when a man marries; when the first child is 
born; when the first big jump in income 
comes, and when the first home is bought. 

It would be difficult to present four better 
arguments for the sale of increased life in- 
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LIFE INSURANCE EDUCATIONAL SECTION 





General Agency of a 


unlimited production. 


rights. 





Reading - Lancaster - York, Pa. 


Territory unsurpassed and large enough for an 
Contract as good as the best, with exclusive 


Confidential communication invited from those 
with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 


Pennsylvania Company 








surance protection than presented in the periods 
of pay increases mentioned. 


Pay INCREASES CREATE OPPORTUNITIES 


The fact that men everywhere are bound to 
get along—earn more, need more and spend 
more means. that it is up to the life in- 
surance man to point out and emphasize the 
conflict between the future and present desire 
and the sacrifice involved in safeguarding the 
future of himself and his loved ones. Naturally 
every man expects to enjoy life more when 
the pay increase arrives, but the wise man 
knows that a pay increase must also contribute 
a share to the comfort and security of the fu- 
ture, and life insurance provides for just such 
future financial independence. Pay increases 
create opportunities to serve new and old 
clients alike. 


But to make the most of these opportunities 
the life insurance agent must be prepared to 
embrace every chance to discover sources of 
pay increases. Some novel methods will un- 
doubtedly accur to the experienced man in the 
field. One suggestion, which would probably 
prove profitable would be to assiduously cul- 
tivate a friendly acquaintanceship with those 
having to do with payrolls, paymasters, audi- 
tors, comptrollers, and others, who in the 
course of their daily activities are likely to 
know just when pay increase events are likely 
to occur. 


SoLicIT AT THE RiGHtT MoMENT 


Improving such opportunities would, no 
doubt, place the keen, alert agent in a strategic 
position to solicit the recipients of pay in- 
creases at just the right time—when the in- 
crease becomes effective—and the prospect has 
the wherewithal to purchase immediately. The 
safety and convenience of life insurance pro- 
tection will surely pave the way for saving 
and maintaining a part of each pay increase. 

If pay increases occur at certain stated 


periods of the year in any business organiza- 
tion, a careful follow-up of such information 
might easily lead to the development of a 
worthwhile salary allotment case. 
something 
Protection. 


Here is 


worth thinking about.—Travelers 





Work Where You Are With What You 
Have 

The field always looks greener across the 
road in another county, in another State. My, 
how you would like to be in Bill Jones’ ter- 
ritory! You would just make things “hum,” 
wouldn’t you? At the same time, no doubt 
Bill Jones is looking over into your territory, 
and he is just sure that business conditions 
are 100 per cent better than they are in his dis- 
trict. If he only had territory like that he 
surely would lead them all! It would just be 
a walk-away. There is practically nothing to 
it, men. It is pessible that some Bill Jones’ 
territory is considerably better than yours, but 
about ninety-nine cases out of a hundred the 
territory has but little to do with it. It is 
about 5 per cent territory, and about 95 per 
cent the man behind the fountain pen. The 
American people all over the United States are 
sold upon life insurance, but that “Old Man 
Proscrastination” has them wrapped around his 
thumb, and it is up to vou to pull them loose. 
Whether it be in the city, or rural district, 
the “Old Man” tries to tie “Mr. Prospect” up 
by telling him that there is plenty of time 
plenty of time; haven’t got the money, and a 
thousand of other excuses. It doesn’t matter 
where you are, the prospects are all about you, 
and they use the same excuses. It is a ques- 
tion with you. If vou are determined to win, 
the territory has but little to do with it. How 
anxious are you to succeed where you are? 
That’s the question. Answer it where you 
are ! 

Then we have the salesman who is always 
finding out the geod points in the other fel- 
low’s policy, but seems to be unable to find 
the good points in his own policy. If you 
happen to be so unfortunate as to be one of 
those fellows, from this dav on don’t ever ad- 
mit it. Just convert yvourself—change about, 
and see just what you have in vour own pol- 
icv. His policy is not one bit better than yours. 
Bill’s 


So does yours. His 


It is just the way it has been put up. 
policy pays a dividend. 
has the accelerated option: you have it, too. 
3i1l’s policy has extended insurance privileges, 
paid-up and cash and loan values. He has the 
trust fund privileges in his policy—the income 
to be paid upon the annual or monthly income 
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basis for twenty years, or for the life of the 
beneficiary. Your policy has that privilege, 
too. But, Bill comes along and springs a new 
one that seems to be a clincher. Don’t for- 
get you have it. You may not awaken to the 
fact that your policy is so liberal, but it is, 
just the same. You have total and permanent 
disability and double indemnity provisions, or 
clauses on your policy, which are the same 
as those issued by Bill’s company, but Bill is 
likely to make them look bigger. You have 
business, partnership, or corporation insurance 
as good as can be found anywhere. You have 
mortgage protection policies, educational poli- 
cies, old age policies, clean-up policies, tax re- 
demption policies; in fact, you are one of the 
hest equipped salesmen out to-day, if you but 
use what you have and use it where you are! 
They can’t beat you if you are up on your 
toes, using what you have—where you are.— 
The Dotted Line. 


A Flank Attack 

Wesley Gadd, general agent in the home of- 
fice agency of the Philadelphia Life Insurance 
Company, Philadelphia, employs the following 
practical method of handling a_ policyholder 
whose policy has lapsed or is nearing the end 
of the grace period. 

In approaching the policyholder he does so 
in the attitude of placing additional insurance, 
making no reference to the fact that the in- 
sured’s policy has or is about to lapse. By care- 
fully avoiding to ask him, he prevents the man 
from fixing in his own mind positive reasons 
for lapsing. Then he tries to put into the man’s 
mind thoughts favorable to insurance, and is 
particular to outline the salient points of the 
policy—tactfully fitting it into the program 
cf the man’s needs, reducing the principal sum 
to a weekly income either for himself or family. 
By suggestion, therefore, he tries to convey to 
the policvholder’s mind the actual need for 
more insurance, and especially the realization 
of the need of keeping what he has. 

Should the policyholder maintain he cannot 
carry more insurance and still feels he is going 
to drop the policy in question, Mr. Gadd then 
suggests that perhaps he is unable to pay this 
particular premium because of the fact that 
he has taken additional insurance somewhere 
else, that he (Mr. Gadd) does not know about: 
or perhaps he is carrying a very substantial 
amount aside from this policy, insurance which 
may be older than this he is about to lapse. 

He continues to assume highly favorable 
facts about the man’s insurance—flavoring the 
whole, of course, with compliments to the man’s 
rood having protected his 
By this method of reason- 
ing he succeeds in getting the policyholder to 
commit himself as to the total amount of in- 
surance he has, and also what he considers as 
reasons for lapsing. However, when the man 
comes to the matter of the reasons for lapsing, 
he finds that Mr. Gadd has anticipated most 
of them, and often the objections to carrying 
the policy have been dissolved.—Plico Bulletin. 


judgment for 
dependents so well. 
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Cashing in on the Agent’s Anniversary of His 


Start in 


Business 


By Frank H. Wittams 


Just as department stores cash in profitably 
on the anniversaries of their starts in busi- 
ness, so the life insurance salesman can make 
a profitable proposition of observing the anni- 
versary of his own start in business. 

Suppose, for instance, the salesman has been 
in business ten years. If this is the case, here 
are some of the ways and means by which he 
can cash in on this proposition to the fullest 
possible extent. 

In the first place, in cashing in on the anni- 
versary of his start in business the life insur- 
ance salesman should run some advertising in 
the local newspapers telling about the anniver- 
sarv, giving the date of the week in which he 
will observe the event and outlining some of 
the history of his days in business. 

Such advertising matter should, of course, 
be made just as newsy and interesting and 
entertaining as possible. Among the things 
that might be incorporated in the advertising 
Names of the 
first ten persons buying life insurance from 


could be such things as these: 


the agent after his start in husiness, total num- 
ber of policies written by the agent in the 
course of his ten vears in business, number of 
policies over $10,000 in size written by the 
agent with perhaps a comparison showing how 
the modern demand for big policies is much 
greater than the demand formerly was, per- 
centage of increase in his business the present 
year over what it was the first vear he was in 
business, number of his policvholders who have 
died during the ten years with the percentage 
of the total number of policyholders repre- 
sented by this figure, and so on and so forth. 

All this sort of thing would be newsy, dif- 
ferent and extremely interesting to the major- 
ity of readers of the newspapers hecause it 
would give them inside information regarding 
the life insurance agent and, naturally. every- 
one is interested in inside information about 
local business houses and local business men. 
All of this would, of course, make more people 
read the advertising than otherwise might be 
the case and all this would be a hig help to 
the life insurance salesman in getting more 
business. 


Of course, during the week of the anniver- 
sary observance the big proposition for the 
agent would he to stage an intensive drive for 
business and get all the business that could 
possibly be secured. 

And it would be a big help in getting busi- 
ness during the anniversary week if the agent 
would run advertising from day to day telling 
newsy features about his anniversary and all 
that sort of stuff. For instance, he could tell 
about unusual policies sold during the week, 
he could tell about old-time policyholders to 
whom he had sold additional policies during 
the week, he could tell about how the week 
was proving to be the banner week for busi- 





ness for him and all that sort of thing. 

Also, during the week it would be a splen- 
did proposition fer the agent to run a list 
from day to day of the people purchasing poli- 
cies from him. The names and addresses of 
these people could be given and the list could 
be called a “roll call.’ This sort of thing 
would have a big appeal to many people. It 
would appeal to all of the readers of the 
newspapers because it would have such a per- 
It would appeal 
to all of the policvholders whose names and 


sonal human interest touch. 


addresses were given in the advertisements, 
hecause thev would be delighted at securing the 
publicity given to them bv the advertising 
and this would make them feel like going out 
of their way to give the agent the names of 
good prospects and like going out of their way 
to help him in any other ways possible. And, 
finally, it would appeal to all of the hesitat- 
ing prospects on whom the agent was working 
because these prospects would feel like signing 
up at once and getting their names on the roll 
call. All of which would be a splendid help 
to the salesman in getting more business. 

It would also be a splendid thing for the 
salesman, during anniversary week, to put on 
other special stunts that would attract atten- 
tion and make pecple talk and thus be of dis- 
tinct help to him in getting more business. 

For instance, the agent might offer to give 
some sort of a souvenir free of charge to 
everyone who came up to his office and asked 
for it. A fine sort of a souvenir to present 
would be an automobile map of the county or 
State. Nearly everyone is interested in auto- 
mobile maps nowadays and nearly everyone is 
anxious to get as many additional auto maps 
as possible. Consequently, if the agent would 
advertise that he would give away these maps 
to callers at his office during his anniversary 
week as a sort of birthday present from him 
to the public he would be doing something 
which would be sure to bring many people 
into his office and thus give him a good chance 
for lining up some live-wire prospects. 

The agent, too, could take the maps with 
him when making his calls and could use them 
as means of introducing himself. After pre- 
senting the maps he could say that he was ob- 
serving the anniversary of his start in busi- 
ness. This would give his introduction a dif- 
ferent slant from that of all other life in- 
surance salesmen during the week and_ this 
would assure for him a more friendly hearing 
and, probably, more business. 


During the week, too, the agent could make 
a special drive for policies that harmonized in 
size with the number of his business birthday. 
For instance, if the agent was observing the 
tenth anniversary of his start in business then 


he could make a special drive during his anni- 
If he 


versary business for $10,000 policies. 
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had been in business fifteen years then he could 
make a specially strong drive for $15,000 poli- 
cies. 

The fact that he was making a special drive 
for policies harmonizing with his business an- 
niversary would give him further advertising 
and additional talking points which would be 
of great help to him in getting attention from 
prospects and in building business. 

Undoubtedly there would be other features 
of the anniversary which would be splendid 
things for the agent from the angle of imme- 
diate increases in business and from the angle 
of increases in business in future months and 
years. 

For instance, it is quite within the realm of 
possibility that the merchants residing in vhe 
same block as that in which the agent has his 
office, would get together and present the agent 
with some sort of a testimonial showing the 
high esteem in which he is held by all of the 
other business men who are his close neigh- 
bors on the block. If this was the case, the 
event would, of course, be mentioned in the 
local newspaper, with the result that the agent 
would secure a splendid amount of highly val- 
uable publicity at no cost to himself. 

Or the members of the business men’s lunch 
club, of which the agent is a member, might 
mark the anniversary week in some way that 
would impress the event upon all the members 
of the organization and which would make all 
the members of the organization feel like get- 
ting busy in trying to help the agent make a 
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Full coverage contracts. Or- 
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Do YOU 
Ring the 
Bell? 


AVE you “‘that 

convincing 
come-back”’ to your 
prospect’s resist- 
ance? National Life 
salesmen have that 
comeback for they 
have “something people want.” 
Popular low-cost policies have in- 
creased the N. L. A. salesman’s 
earning ability by permitting him 
to shoot straight at the mark— 


More Sales 


One salesman in California has 
hung up a record of continuous 
production for 40 months averag- 
ing $31,375.00. His production is 
noted for its consistency. Will 
your average show as well? 


Correspondence is invited relative 
to the National Life’s popular con- 
ract. 


























The Ordinary 
Life Policy 


With Automatic Ex- 
tended Insurance or 
Paid-up values or Op- 
tional Old Age benefits 
at age 70. 


Specimen Rate: 


Age 35, $17.60 per $1000 


Pan-American Service Includes 


Educational Course 

Individual Sales Planning 

Aid in Organization and Business Building 

Unexcelled Policies—Life, Group, Accident and 
Health 


We have a few General Agency openings for men not 
presently attached. 


Address 


E. G. Simmons, Vice-President and General Manager 


Pan-American Life Insurance Co. 
NEW ORLEANS, U. S. A. 
Crawford H. Ellis, President 
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1926 Edition Now Ready 
NEW YORK INSURANCE LAW 


Annotated 


By Wi.u1AM EpWARD BALDWIN 
Editor, New York Banking Law, Baldwin's Statute Service, Etc. 


{NCORPORATED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY 
Policies from $1,000.00 to $100,000.00, 
with premiums payable annually, semi-annual- 
y or quarterly, and 
INDUSTRIAL Policies up to $1,000.00, with 
premiums payable weekly. 


CONDITION ON DECEMBER 31, 1925 


Assets eeeeeoer ere eee ee sere sreresee ccccccccc cc 0$46, 002,607 .40 
NAB NEEM oo se5 6 eco. avaxors aie yaverelciavere er rereiovelt eataie 39,940,092 .25 
Carri tal Ate SSO NIR sos 5.5. 516:4evern o srarorer ere siarerere 6,622,575 .15 
NGSUCANGO UNE OLCEs,6 655 6;0:5:4)5.5.0iSicoeersiesiecceots 292,834,191 .00 
Payments to Policyholders...............000. 3,392,156 .76 
Total Payments to Policyholders since Organiza- 

HHDTR vais ictaveras ices cacslnie ceaioverceroneaveines Saree isine . $39,176,371 .91 


JOHN G. WALKER. President 











This new edition of the New York Insurance Law con- 
tains all amendments including those of 1926, with 
annotations from Decisions of the Courts to March, 
1926, Rulings of the Attorney-General and the Superin- 
tendent of Insurance, and an Appendix containing 


Miscellaneous Laws Relating to Insurance 
and 

A Summary of the Requirements Relating 

to Fees and Taxes Payable by Insurance 

Companies of New York and Other States 


About 200 pages of new matter 
are contained in the 1926 Edition 


Every one requiring knowledge of the New York Insurance Law 
should possess this new and complete book 


Over 600 pages, flexible fabrikoid binding, gilt stamped 
Price $7.50 
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Provident Mutual 


Life Insurance Company of Philadelphia 
Pennsylvania ———— Founded 1865 * 


Provident agents in their approach have 
the advantage of the national advertising of 
the Company which is striking and original 
and also of a Direct Mail Campaign. 
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big success of the affair. And, of course, if 
anything special along this line was done by 
the organization then there would be further 
news stories in the local papers with further 
yaluable free publicity for the agent. 

All of these things would be very helpful 
indeed to the agent in securing more business 
but the very greatest aid that would come to 
the agent from the observance of a birthday 
anniversary along the lines suggested in this 
article would be the fact that such an observ- 
ance would pep him up immensely, give him 
renewed energy and enthusiasm, enable him to 
tackle his work from an entirely new angle 
and thus make it possible for him to achieve 
an even greater success than otherwise might 
be the case. 

It is such an easy thing for a life insurance 
salesman to get into a rut in his selling methods 
that anything that pulls him out of himself 
and that makes him put more constructive 
thought and more enthusiastic energy into his 
work is bound to build business for him. Con- 
sequently the annual observance of his birth- 
day anniversary week is certain to be a good 
thing for every live-wire agent. 


Hugh D. Hart Speaks Before Indianapo- 
lis Life Men 

INDIANAPOLIS, IND., July 3.—“The three 
great causes for which men throughout history 
have striven have been, and are, religious free- 
dom, political independence and economic in- 
dependence,” said Hugh D. Hart, New York 
manager of the A‘tna Life Insurance Company, 
principal speaker at the annual luncheon meet- 
ing of the Indianapolis Association of Life Un- 
derwriters, June 30, at the Claypool hotel. 

“The first two causes are more spectacular, 
but one of the major movements of history is 
that for individual and national economic in- 
dependence. The socialists would have us at- 
tain this independence by a social and financial 
upheaval, bringing about a redistribution of 
wealth; the politician would attain the goal 
through war. All of these methods are un- 
sound. Only through the individual’s initiative 
and effort can he gain economic independence. 

“Life insurance has proved itself to be the 
greatest instrumentality for attaining this in- 
dependence. It is the most prominent device, 
and through its proper use the meaning of life 
insurance is synonymous with economic inde- 
pendence. When it is realized that 54,000,000 
people in America are life insurance policyhold- 
ers, and that the combined assets of the life 
insurance companies is $72,000,000,000, an idea 
of the foothold that this great cause has gained 
in this country can be realized.” 

Following installation of the officers the as- 
sociation paid tribute to Mansur B. Oakes, head 
of the Insurance Research and Review Service. 
Fred Dickeman, the retiring president of the 
association, introduced Frank L. Jones of In- 
dianapolis, president of the National Associa- 
tion of Life Underwriters, who presented Mr. 
Oakes with a leather-bound volume of letters 
of appreciation of his work from life insur- 
ance men from all parts of the country. 
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INSURANCE EDUCATIONAL SECTION 


Applied Psychology 


Psychology may be broadly defined as “the 
science of the mind.” The word is derived 
from the Greek and means the science of the 
soul. McDougall defines it as “the positive 
science of the behaviour of living things.” 

Some salesmen ridicule the idea that there is 
anything scientific or psychological about sell- 
ing income protection, claiming good salesmen 
are born and not made, which is true in many 
cases. Everyone has a right to his own opin- 
ion, especially if he is a good producer, for 
after all is said and written about selling, it 
is necessary to utilize one’s own methods with 
whatever help one may pick up from others. 


If there is any stage in the making of a sale 
that requires more art and finesse than any 
other, it is that instant after all the strong 
selling points and personal magnetism have 
been applied. The desired result is to con- 
vince the prospect that you have the best offer 
he can get in your line; then it seems proper 
to draw out the application blank and put on 
the final clamps. 

There is one thing sure: many sales are lost 
because the salesman waits for the prospect to 
come right out and say, “I’ll take it.’ One 
successful salesman whom I know always 
makes it a point to take out the application on 
arriving for the interview; then when he finds 
that the prospect is at the indecision stage he 
immediately starts preparing the application, 
asking questions which will get his prospect 
in the “yes” frame of mind. This salesman 
keeps the attention of the prospect centered on 
the attractiveness of the policy he is offering 
rather than on his own desire to sell. If he 
experiences any difficulty he again presents his 
strongest selling point in a brief review and 
then suggests that the prospect “sign here.” 
Usually the review of the policy 
arouses desire so fully that it excludes all 
thoughts of acting contrariwise. 


features 


Some prospects are just naturally against 
any salesmen who come in to sell them. They 
use up a lot of steam in their efforts to turn 
down all comers, a good bit more than they 
ever employed to find out the real worth of any 
When 
you meet these antagonists, do everything in a 
mild and agreeable manner. Let your courage 
be keen and strong and at the same time your 
manners as polished as a sword. Use dis- 
cretion by setting your will and determination 
against surrender, and hold out for the ac- 
complishment of your purpose. 


proposition that is submitted to them. 


If under such circumstances your hest judg- 
ment prompts you to withdraw without the 
business at the time, don’t make the mistake 
of figuring that the prospect is lost. The 
courage to call again is as important as the 
backbone to stand your ground on your first 
call. A firm spirit manifested in a confident 
and self-reliant attitude and in decisive action 
compels respectful and even considerate treat- 
ment from others. Show fear and you invite 
others to impose un you.—J. R. Collings in The 
National Record. 
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Indiana Insurance Department 


$375,907.67 Surplus Protection to 
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National Life 
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Nebraska 


r new management this 


company is making rapid prog- 


ress and is in position to offer 


liberal General Agency Con- 


tracts. Our Disability Clause is 
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Address for further informa- 
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F. J. Uehling, President. 













































LIFE 


NEW POLICY 








: Disability Benefits of 
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Indemnity Clause 


Loans at end 
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A Brand New Actuarial Problem 

Two and two made four when most of us 
went to school but whether the sum of cne 
plus one invariably equals two is a problem that 
is keeping the mathematical sharks of the 
Federal Life Insurance Company of Chicago 
awake nights. It remained for Violet and 
Daisy Hilton, Siamese twins, who are doing 
(jointly) their two-a-day at the Orpheum the- 
atre in Des Moines, to shake to the very roots 
that most exact of sciences which has been 
accepted unquestioningly, even by Fundament- 
alists, since Euclid’s day. 

It all came about when Violet and Daisy 
applied for two of the dollar a year Federal 
Life newspaper policies, which are being sold 
by the Register and Tribune of Des Moines. 
The newspaper officials considered them a single 
risk, and wanted to issue one policy, but the 
twins insisted that there was no more reason 
why they should share an accident policy than 
that they should be forced to split a half of 
grapefruit for their breakfast. 

The newspaper boys searched in vain for 
a precedent to support their contention, as 
there is no record of the two other fellows 
ever having taken out an insurance policy. The 
twins delivered their Declaration of Independ- 
ence in no uncertain terms and left the office 
nonchalantly singing, “I Want to Go Where 
You Go.” The Federal underwriters are in 
a quandary. Perhaps the 
group insurance. 


solution lies in 


Amicable Life Offers Trip to France to 
Veteran Agents 

An offer of the Amicable Life Insurance 
Company, through its president, A. R. Wilson, 
of Waco, Texas, to its agents who are eligible 
of free trips to France with the American 
Legion’s great peace time armada in September, 
1927, as prizes for designated amounts of in- 
surance written, has opened a new field of busi- 
ness for the company among the thousands of 
Legionnaires and is expected to bring to that 
company many thousands of dollars’ worth of 





INSURANCE FABLES. 


— hursday F 


added business the coming year. The offer , 
the insurance company has attracted the fayoy. 
able attention of the Texas Legionnaires ang | 
the National Travel Director of the Frarg 
Convention Committee, John J. Wicker, Jr, 
403 Mutual building, Richmond, Va. It is ey. 
pected that similar offers will be made by othe 
insurance companies. 


President Wilson’s letter to his field agents | 


reads in part: 


The Amicable Life hereby announces that ty | 


every agent of the company who is a member 
of the American Legion or the American 
Legion Auxiliary, and who, between July 1, 
1926, and July 31, 1927, writes $200,000 of 
paid-for life insurance (excluding term) will 
be given the minimum grade accommodation 
trip to Paris with railroad fare from his home 
to the port of embarkation and $100 in spend. 
ing money. 

To those who write $300,000 of paid-for life 
insurance (excluding term) will be given the 
medium grade accommodation trip, with rail. 
road fare and the $100. 

To those who write $400,000 will be given 
the best grade accommodation trip, railroad 
fare and the $100. 


Agency Work of Equitable of Iowa 
Redistributed 
Drs Mornes, Iowa, July 2—The Equitable 
Life of Iowa announces that the position of 





assistant superintendent of agents made vacant 
by the resignation of Paul M. Ray, who goes 
with the Provident Life and Accident of Chat 
tanooga, will not be filled by direct appoint: 
ment but work of the entire department will 
be performed by Ray FE. Fuller, for sometime 
supervisor of agents, and Earle E. Smith, who 
is in charge of educational work among field 
men. Mr. Smith will supplement the home 
office force in agency affairs. 

He has had a fine experience in life insur- 
ance agency production and building as agent, 
district agent and general agent and is well 
qualified to understand and cope with the prob- 
lems of the men in the field. 

He will spend six or eight months in close 
contact with various agencies of the company, 
familiarizing himself with its needs. 





New Series 


14. CAPTAIN JONES’S COON 


By WILLIAM ALEXANDER 


Once upon a time an old Croon, who lived in a tall tree, looked down 
and saw a man on the ground pointing a gun at him. 

“Who are you?” inquired the Coon. 

“I’m Captain Jones,” replied the other. 

Now everyone knew that Captain Jones was a dead shot. So the Coon 


said, “Don’t shoot. 


I'll come down.” 


APPLICATION 
The arguments in favor of life insurance are so irresistible that thoroughly 
competent underwriters have no difficulty in writing Applications. 
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Stephen M. Babbit 
President 
HUTCHINSON KANSAS 












































In the States of 
Illinois, Michigan, 
Ohio and Missouri 

If You Can Interest Us, 


We Can Interest You. 
Let’s Talk It Over? 


Age Limit:—3 months to 60 
years. Plan:—Ordinary. Non- 
Participating. 


Providers Life 


Assurance Co. 
1530-32 N. Robey, 
Chicago, III. 

J. J. DUBOURG, Agency Manager. 














Seventy-Five Years Ago 


the Massachusetts Mutual Life Insur- 
ance Company was organized by a group 
of men with unusual foresight. ‘They 
conceived an organization that would 
create a personality of strength and 
friendliness, and conduct its affairs so as 
to win and hold the confidence of policy- 
holders. 


During all these years this institution 
has faithfully maintained the spirit of 
service inaugurated at its birth. To-day 
it ranks with the best companies in the 
country and is known throughout the 
land as 


The Company of Satisfied Policyholders 


Joseph C. Behan, Superintendent of 
Agencies. 


Massachusetts Mutual Lite 
Insurance Company 


Springfield, Massachusetts 
Organized 1851 
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Cancer Death Rate Higher 

(Continued from page 4) 
as showing that out of the forty-nine cities 
twenty-nine had rates of less than 100 per 100,- 
000. For certain cities the rates are exceed- 
ingly low and particularly suggestive of highly 
specialized investigations corresponding to’ the 
San Francisco Cancer Survey,* which now in- 
cludes about a dozen other cities and several 
provinces of Western Canada, representing in 
the aggregate about 30,000 deaths, which have 
been examined on the basis of the original 
death certificates amplified by several thousand 
questionnaires representing the facts for living 
cancer patients. 

It, for illustration, is extremely doubtful if 
the rate of 8.6 reported for Hamtrack, Mich., 
can be accepted as trustworthy. But there 
are other cities such as Winston-Salem, N. C., 
with a rate of 31.9; Tulsa, Okla, with 46.0; 
Racine, Wis., with 47.4, and Akron, O., with a 
rate of 49.8, which are also indicative of local 
conditions of an exceptional nature possibly 
the result of an abnormal age, sex and racial 
distribution of the population. Returning to 
the cities as shown in the second table which 
in 1925 had a rate in excess of 125 per 100,- 
000, the following may be mentioned as local 
cancer centers for which the data should be 
subjected to a critical analysis: Albany, N Y., 
has a rate of 131.6; Boston, Mass., of 148.7; 
Cincinnati, O, of 143.90; Haverhill, Mass., of 
166.6; Los Angeles, Cal., 152.2; Minneapolis, 
Minn., 130.5; New Orleans, La., 127.3; New- 
ton, Mass., 132.1; Portland, Ore., 143.8; St. 
Paul, Minn., 143.5; San Diego, Cal., 154.7; 
San Francisco, Cal., 161.4; Spokane, Wash., 
143.3; Springfield, Ill., 148.6, and Syracuse, 
N. Y., 126.4. In the supplementary table of 
forty-nine cities there are the following with 
rates in excess of 125 per 100,000: Covington, 
Ky., 126.9; Gloucester, Mass., 154.0; Long 
Beach, Cal., 149.2; Pasadena, Cal., 155.1; Port- 
land, Me., 169.9; Sacramento, Cal., 170.2; 
Troy, N. Y., 132.9, and Utica, N. Y., 148.6. 
In most of these cases the rates for the two 
years are fairly consistent and divergences 
must be explained partly on the ground of rela- 
tively small numbers. An increase in the rate 
is shown in thirty-four out of the seventy-three 
cities. 

No disease of material importance it at the 
present time attracting more qualified attention 
than cancer. Probably once a month a 
new cancer cause or a new cancer remedy is 
announced upon the authority, now of one per- 
son, and now of another. The causes and 
remedies are soon forgotten and the situation 
remains apparently as hopeless as it was be- 
fore. As I have often had occasion to point 
out, it is my own conviction that there is no 
a The San Francisco Cancer Survey is being carried 
on under the auspices of the Pacific Mutual Ins. Co., 
the Prudential Ins. Co. and the John Hancock Mutual 
Ins. Co. Three preliminary reports have been pub- 
lished and will be sent on application to those interested 
in the investigation. The survey is being made in co- 
operation with the Health Department of San Fran- 
cisco, Boston, Chicago, Buffalo, New Orleans, Albany, 
N. Y¥., etc. For Canada the Survey includes the prov- 


inces of British Columbia, Alberta, and Saskatchewan 
and also the City of Winnipeg, Man. 
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Middle-west 
Casualty Company 


writing most approved Accident 
and Health forms on A, B, C 
and D risks (commercial plan) 
in eight States, wants Produc- 
tion Manager who has record as 
personal producer and is capable 
of managing agents. Good sal- 
ary and Home Office connection 
to man who can qualify. When 
writing give age, experience, 
present connection and refer- 
ences. 


All correspondence treated in 
strictest confidence. Address 
XYZ, care THE SPECTATOR. 











single cancer cause, and this I would amplify 
by saying that I believ there it no single rem- 
edy for cancer strictly applicable to all forms 
and types of malignant disease. In the nature 
of cancer a single causative factor is extremely 
doubtful. Numerous conditions are now known 
to exist which leave no alternative to the con- 
clusion that a single cause is not operative at 
any and all times. What is true of one form 








Know the facts 


Your judgment can be 
only as good as your 
information. 


Do you know — 


Mutual Trust is one of the few 
purely mutual “old line’ com- 
panies in the United States operat- 
ing on the “full level premium 
reserve basis’’. 

Juvenile Endowments are written 
as low as date of birth? (Regular 
policies to children over ten). 

A Preferred Risk Ordinary Life 
policy is written on an usually 
low premium for business and pro- 
fessional men? 

An “old age’ Income Endowment 
policy providing a life income of 
$10.00 a month per each $1,000 of 
insurance, is issued. Income com- 
mences at age 65. 


Correspondence Invited 


MUTUAL TRUST 
LIFE INSURANCE COMPANY 


CARL A. PETERSON, Vice-Pres. 
A. E. WILDER, Dir. of Agencies 


The Chicago Temple — Chicago 
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of cancer is not true of another. Cancer of 
the buccal cavity, for illustration, which is 
quite common among men rarely occurs among 
women. Cancer of the buccal cavity and excessive 
smaking habits are almost invariably associated 
The causative factor or the circumstances de- 
termining malignant growths of the lips and 
the oesophagus are obviously absent in women 
though common in men. What is true of can- 
cer of the buccal cavity is unquestionably true 
of cancer of the stomach, which is the most 
formidable factor among both sexes in raising 
the cancer death rate when cancers of the fe- 
male generative organs are excluded. Accord- 
ing to my San Francisco investigation the 
death rate for cancer of the stomach for that 
city for the five-year period ending with 1924 
is 45.1 per 100,000 against 21.8 for women. A 
of Boston. The mortality from cancer of the 
stomach for the male population of that city 
and for the same period was 31.7 against 24.8 
for females. For Chicago for the year 1924 
the male rate was 33.9 and the female rate 23.4. 

Only a specialized analysis of cancer facts 
for particular localities is likely to yield re- 
sults useful for local purposes. The laity is 
weary of being told about the general cancer 
death rate or its many mystifying complexities, 
while facts derived from local experience sel- 
dom fail to bring home the truth to the peo- 
ple most concerned. Thus, for illustration, 
cancer of the lips is extremely rare among 
women. During the four years ending with 
1923 there were five death from cancer of the 


THE SPECTATOR 


Thursday 


INSURANCE EDUCATIONAL SECTION 


* lips in Albany among males but none among 


females. There were twenty-one deaths in 
Boston, Mass., among males and only one among 
females. There were five deaths in Chicago 
among males and two among females. There 
were four among the white male population of 
New Orleans but none among females, while 
there were sixteen among the male population 
of San Francisco and three among females. 
Another illustration is cancer of the osophagus 
among males. The rate is 7.4 per 100,000 for 
Albany, 8.2 for Boston, 8.8 for Chicago, only 
4.2 for the white males of New Orleans, but 


~~ 


7.7 for San Francisco. 


The Journal of the American Medical As- 
sociation has lately raised the question as to 
the apparent increase in cancer of the lungs.+ 
This form of cancer is difficult to diagnose in 
its primary form and is generally only re- 
vealed correctly at autopsy. It is not always 
certain from the death certificate whether the 
cancer was primary or secondary, that is a 
metastatic development of a primary cancer 
in some other part of the body. According to 
the San Francisco Cancer Survey, for the male 
population the cancer death rate for the lungs 
and pleura was 3.3 for Albany, 3.8 for Boston, 
3.7 for Chicago, 3.8 for the white male popu- 
lation of New Orleans, and 4.9 for San Fran- 


¥ For an extended and admirable study of Primary 
Cancer of the lung based upon tnvestigations at the 
Aramer, see The American Journal of the Medical 
Cook County Hospital, Chicago, by Drs. Grove and 
Sciences for February, 1926 (Lea and Fibiger, New 
York). 


cisco. I may say in this connection, that ac- 
cording to a similar investigation which I have 
made for the City of Portsmouth, Eng., the 
rate for the male population of that city was 
3.0. The consistency of these rates for one 
of the most difficult forms of cancer as re- 
gards exact diagnosis makes it clearly evident, 
that on the whole the intrinsic value of our 
cancer statistics is now approaching a degree 
of inherent trustworthiness which admits of! 
no serious dispute. I will add for purposes of 
further illustration some observations on the 
mortality from cancer of the prostate. The 
relative frequency of this affection was at the 
rate of 13.0 per 100,000 for the male popula- 
tion of Albany, it was 7.8 for Boston, 6.3 for 
Chicago, 6.1 for the white male population of 
New Orleans, 9.1 for San Francisco, but only 
2.9 for the male population of Portsmouth, 
Eng. 

The foregoing illustrations will be sufficient 
for the present purpose of visualizing both the 
extent and the complexity of the cancer prob- 
lem. While no disease is receiving the amount 
of research attention that is being given to 
cancer, it may be questioned whether its sta- 
tistical aspects are not urgently in need of 
much more extended consideration. Unfortu- 
nately the statistical research into any disease 
phenomena is at all times an extremely arduous 


process. In cancer it requires more than sta- 


tistical skill, for there is the utmost necessity 
of at least a reasonable thorough knowledge of 
its medical aspects. 











Analyzing Success 


CROSS section of the 66th Annual State- 
ment which shows, by growth, safety and 

low net cost, why the Guardian ranks asone_ jf 
of the strongest of the strong companies. 


NEW BUSINESS, 


about 50% gain......... $66,857,528.00 


INSURANCE IN FORCE 


16% gain................ 290,912,305.00 


ADMITTED ASSETS.::::.. 51,866,771.92 
LIABILITIES...... weeeeee. 45,836,814.05 
SURPLUS AND DIVIDEND 

FUND, 13% of Liabilities 6,029,957.87 
1926 DIVIDENDS SET 

ASIDE, 25% increase...  1,983,000.00 








The Guardian is growing more rapidly than 
most old line companies, and in a way that 
offers unusual opportunities to men of the 
| right calibre. For information, write 


T. LOUIS HANSEN. Vice-President 


THE GUARDIAN LIFE INSURANCE 
COMPANY OF AMERICA 


Founded 1860 under the Laws of the State of New York 
50 UNION SQUARE, NEW YORK 
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